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Makes Warm Friends and Customers 


@ After all, the biggest success of any business is the 
real and lasting service it renders. “BIG JO” has always 
given quality whether the years were fat or lean and has 
steadfastly maintained its wholesome goodness. It is 
because of the general good will toward “BIG JO” and 
us that we have been able to maintain our healthy 
growth and serve new customers equally well. 


@ And so at this time of year, with that same warm 
feeling accorded us by our host of friends and cus- 
tomers, we extend best wishes for 


WABASHA ROLLER MILL CO. 
WABASHA, MINNESOTA » » » U.S.A. 
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in life. 


DAWE’S VITAMELK 
MARVITA MINERAL FEED 
SNOW FLAKE OYSTER SHELLS 
PRATT’S CROP SOLID PELLETS 
SWIFT’S MEAT SCRAPS 
CLO-TRATE COD LIVER OIL 
COTTONSEED MEAL 

RED DOG 

REMEDIES 


GRAIN & STOCK EXCHANGE 
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Merry Xmas! Happy New Year! 


Our pleasant business relations with you during the 
past year have been highly treasured and deeply 
appreciated. It is with genuine sincerity that we wish 
you a Merry Christmas and a New Year abounding 
in health, prosperity and all of the kindred blessings 


Take Advantage of us Warehouse 
Service In Buying Feed Supplies... 


When you need feed supplies in a hurry you can obtain them 
direct from our stocks maintained at our warehouse located at 
41st Street and Lincoln Avenue on the outskirts of Milwaukee. 
Let us furnish you with these quality products and other feeds: 


FLOUR MIDDLINGS 
LINSEED MEAL 
SOY BEAN MEAL 
MALT SPROUTS 
BREWERS GRAINS 
GRIT 

DRIED MILK 
CHARCOAL 
MOLASSES 


FEED - GRAIN - SCREENINGS 


THE PAETOW COMPANY 


MILWAUKEE, WIS. 


| | 
WZ — Be 
b 
lax 
ese 


Che feed Bag 


The Dealer’s Paper 
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Firms that spend money to build good 
will are less likely to do anything that 
= nullify the effect of their adver- 
tising than firms making no such in- 
vestment. It will pay readers to trade 
with The Feed Bag advertisers. 


THE FEED BAG — December, 1937 


6 
10 
36 
49 
| 
52 | 
Gunning & Gunning 
54 
52 
17 
4a Budde Feed & Grain Co. 47 
Dr. L. D. Le Gear Medicine Co. ............. 34 
31 Milwaukee Grain & St : Exchange _.. 26 
{ Products Ass’n 
: Werthan Bag Corp. ..................................... 45 
“2 


KEEP Your Flour and Feed Stock 
Fresh and Well Balanced at AllTimes 


@ Our mixed car plan makes this possible 
without delay and without a heavy invest- 
ment on your part. Our lines cover all items 
in popular demand. EXCELSIOR products 
are enthusiastically endorsed wherever used 
because of their excellence of quality. 


PETER PAN FLOUR (Family Short Patent) 
PRIZE MEDAL FLOUR (Bakers Short Patent) 
EMPIRE FLOUR (Standard Patent) 


Excelsior’s 40% Concentrate 


Excelsior’s Egg Mash, Sr.,—also Jr. 18% 
Excelsior’s Growing Mash 18% 
Excelsior’s Starting Mash 18% 
Excelsior’s Pig Meal 18% 
Excelsior’s 16% Dairy Feed (also 20, 24 and 32%) 

Excelsior’s Grain Balancer 32% 
Excelsior’s All Mash Starting and Growing.................... 18% 
Excelsior’s Turkey Growing Mash 22% 
Excelsior’s Turkey Starting Mash 26% 
Excelsior’s Complete Hog Feed 15% 
Excelsior’s Camel Fancy Wheat Feed 16% 


BRAN — STANDARD MIDDLINGS 
@ FLOUR MIDDLINGS—RED DOG 


Excelsior Milling Company 
MINNEAPOLIS, MINN. 
FRANK J. KOVARIK, President and Manager 


FRANKE GRAIN CO., icc 


ESTABLISHED 1892 


Extends to Cll Best 
Wishes for G Joyous Holi- 
day Season and a Most 


Happy ano Prosperous 
New Yeat. 


WHAT TAKES GET GORTONS 


SCIENTIFIC ANALYSIS 


QUALITY SELECTION 


ACTUAL CHICK TESTS 


The outstanding success of GOR- 
TON’S SUPER A Cod Liver Oil is 
due to the exactness and carefulness 
of the manufacturers all the way 
from the actual catch to the filling of 
the drums. - 


It’s right on the boat that the first 
step is taken—that of the selection of 
the fish . . . only the best are kept. 


MILL FEEDS 
We solicit your inquiries 
on all Mill Feeds. We can 
serve you either from the 
Northwest or the South- 
west. 407 So. Fourth Street 


JOBBING DIVISION 


FARM SERVICE COMPANY (Trade Name) 


DIVISION OF GENERAL MILLS, Inc. 
Main 8317 


From the boat to the laboratory is 
the next step. Here it is that Vitamin 
A and D potency is assayed and con- 
trolled. 

The last step and probably the 
most important is the testing of every 
batch of oil on live chicks.—Here is 
the ultimate in control and consis- 
tency and absolutely guarantees the 
users of SUPER A complete vitamin 
A and D protection. 


CONCENTRATES 
We are distributors of 
Soy Bean Oil Meal, Lin- 
seed Oil Meal, Cotton- 
seed Meal . . . Your 
inquiries invited. 


Minneapolis, Minn. 
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JUST WHAT 
I NEED! 
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A New Wayne Plan to... 


INCREASE YOUR PROFITS 


HERE’S a brand new WAYNE mer- work—the the most sensational busi- 


chandising plan to help you build more 
profitable business. 


W. I. O. will bring many new cus- 
tomers to your store. It will sell more 
Chick Starter for you, and save feed 
costs for your customers. 


W.I. O. is sure-fire. It’s easy to 


WAYNE FEEDS 


Allied Mills, Inc., Service Dept. Fort Wayne, Indiana. 
Sure, I want all the dope about W. I. O. Send it to me at once. 


Name 


ness building plan we have ever offered 
to feed dealers. 


Get in on the ground floor and build 
the biggest Chick Starter Business 
you’ve ever had. 


Just send in the coupon below for full 
information. No obligation. 


Dealer 


Address 


MAIL THIS COUPON 


TODAY 
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MILWAUKEE, WISCONSIN 


DAVID K, STEENBERGH, Managing Editor 


Volume Thirteen 


DECEMBER, 1937 


Number Twelve 


Central Association Honors Four 


More 4-H Members 


© Will Receive Certificate and Gold Pin 


OUR more 4-H club members, two 

for September and two for October, 

have been selected for outstanding 
work in various projects to receive the 
Central Retail Feed association certificate 
of award and gold pin. Presentation of 
these honors is to be made by members 
of the organization in whose territories 
the 4-H club boys and girls reside. 

Selected for September for outstanding 
achievement in the clothing project is 
Elda Jandt, Peshtigo, Wis., and chosen for 
the awards for the same month in the 4-H 
conservation project is Robert A. Berg, 
Granton, Wis. 

The selections for October are Marjorie 
Jones, Columbus, Wis., in the food project 
and Lyle Viney, Edgerton, Wis., in the 
dairy project. 

Fourteen Now Selected 

Previously, the Central association se- 
lected ten boys and girls in other projects. 
two for each month beginning last April 
when the program was put into effect. 
Most of these 4-H members have already 
been presented with the association cer- 
tificate of award and the gold pin by their 
feed dealers and the remainder are to-re- 
ceive them in the near future. 

Miss Jandt will receive her awards from 
Louis Bandow, Peshtigo, Wis.; Mr. Berg 
from W. J. Spry & Sons, Granton; Miss 
Jones from the Dering Feed Co., Colum- 
bus, and Mr. Viney from the Farmers 
Warehouse Co., Edgerton, Wis. 

All selections for awards are made by 
the association with the cooperation of 
T. L. Bewick, Madison, Wis., state 4-H 
club leader, and his staff associates. Pre- 
sentation of the awards is to continue each 
month until all of the 4-H club projects 
have been covered. 

One of the requirements to make the 
contestant eligible for selection by the 
Central association is a letter explaining 
what the 4-H member has accomplished 
in his or her particular project with an 
explanation of what 4-H club work has 
done to make each more successful in life. 

Miss Jandt, the winner for September 
in the clothing project wrote: 

“This year I carried the room improve- 
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ment project. I greatly enjoyed redecorat- 
ing my room and making new curtains, 
pillow cases, dresser scarfs, rugs and 
other small articles. I also carried the 
fifth year clothing project and made a 
house coat and bath robe besides pajamas, 
under garments and about 16 cotton and 
wool dresses for myself and my sisters. 

“Besides the clothing and room im- 
provement projects I finished my fourth 
year in canning, third year in foods and 
nutrition and junior leadership. 

“This summer I helped my mother a 
great deal in leading our club of 50 mem- 
bers. I coached 12 boys’ and girls’ demon- 
strations and benefitted greatly by the ex- 
perience. I have become so interested in 
clothing work that I am now taking sev- 
eral courses in textile work at the Uni- 
versity of Wisconsin. I belong to the Old 
Hickory 4-H club, Peshtigo, Wis., and am 
19 years old.” 

Friend of Nature 

The program of conservation has been 
given unusually good support by Mr. Berg 
the other September winner. 

“Because of my keen interest in wild 
life and the great out of doors,” he writes, 
“my wild life management and conserva- 
tion projects have been very educational. 
I started the wild life management proj- 
ect two years ago. During the two years 
I have fed quail, partridge, pheasants, rab- 
bits and squirrels. Occasionally I would 
find hawks near a feed station but the 
birds were usually able to keep clear of 
them. This year I am building a perma- 
nent station along with five temporary 
ones. 

“Last spring I received 540 white pine 
transplants. These were planted in a 
transplant bed. This coming spring they 
are to be set out on a tract of cut-over 
land which my dad and I bought. If I 
had not watered my trees regularly this 
summer the drought would have killed 
them. But through my constant effort and 
care I lost only five trees. I have also 
completed many other projects in 4-H 
work. 

“In my eight years of club work I have 
seen members make good where others 


failed. Those who fail in club work have 
none to blame but themselves by not liv- 
ing up to the motto, ‘Make the Best 
Better.’ ” 

If the way to a man’s heart is through 
his stomach Miss Jones, winner of the 
food project award for October, should 
not experience any trouble. 

“This year,” she writes, “I took the 
project of foods and nutrition to follow 
the food project of last year. I filled the 
requirements of both and did many extra 
things. I am still doing the same type 
of work because I love to cook three 
meals a day every day. 

“T have done demonstration work every 
year since I started club work, winning 
many trips to the state fair to demonstrate 
and judge. I have exhibited at the county 
fair every year, at the Columbus, Wis., 
agricultural fair four years and have thor- 
oughly enjoyed exhibiting every year. 

“My 4-H club membership and activi- 
ties have taught me something which will 
always be of permanent help and value to 
me. I learned the art of cooperation, of 
winning without boasting, of losing with- 
out grumbling. I have learned to do my 
own canning, sewing and baking. I have 
enjoyed every year of club work.” 

Has Patterned His Life 

High praise for the 4-H club is also 
sung by Mr. Viney, selected for October 
for outstanding work in the dairy project. 

“My membership in 4-H,” he writes, 
“has taught me many things which I be- 
lieve will be of permanent value to me. 
I intend to make rural extension work my 
life’s work, so naturally the experience I 
acquired will be of use to me throughout 
my life. My first real experience in con- 
ducting a business meeting, in speaking 
and in dramatics was in the 4-H club. Of 
course, everyone knows the advantages of 
these qualities throughout life. As a social 
benefit, I am sure the 4-H club -has been 
of value to me not only as a wholesome 
recreation but also in forming a pattern 
by which the rest of my life will be gov- 
erned in years to come. 

“This year I am following along the 
lines of my last dairy project by attend- 
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ing the University of Wisconsin college of 
agriculture. This summer I took the trip 
to the East sponsored by the Wisconsin 
Dairymen’s association and it convinced 
me that I would never be satisfied unless 
my life’s vocation was connected with 
dairying.” 


MEET FEBRUARY 22 


The annual meeting of the Pacific 
Northwest Feed association will be held 
at Seattle, Wash., February 22. Those 
appointed as a committee to direct ar- 
rangements are John G. Wilson, chairman, 
Al Anderson, Ronald Borgstedt, George 
R. Drover, Ralph Johnstone, A. J. Mc- 
Farlane and Harold Bogan. Floyd Oles 
is manager of the association. 


Letters 


Likes Articles 


In paging through some back issues of 
your magazine I noticed for the first time 
the small paragraph asking for slogans. 
I have not as yet seen the promised 
article so I take it that it has not been 
printed yet. You probably noticed our 
slogan, ‘““Mazo Poultry, Dairy and Hog 
Feeds Are Always Fresh,” but because it 
does not rhyme I am thinking of chang- 
ing it to “Mazo Feeds Are What You 
Need.” This phrase seems to be more 


Americas Most Dependable Source of Protein 


COTTONSEED MEAL 
IN THE MIXTURE 


Educational Service 


naTIOnAL PRODUCTS ASSOCIATION 


Dallas, 


catchy than the other. I read the article 
in the September issue about Garber & 
Sons and their success with post cards. 
I heartily agree with them. Although I 
have not used them as extensively as they 
have I have used them enough to enable 
me to say that they are a great help in 
advertising. I think your articles are very 
timely and I enjoy them very much. 
GEORGE E. LINS, 
Mazomanie Mills, 
Mazomanie, Wis. 


Produce Show 


Under separate cover I am sending you 
a picture that was taken in our tent dur- 
ing the farm produce show which we held 
during National Feed Week. It shows you 
the crowds of people we had at this show, 
and also the group of people that were 
entertaining throughout the days and eve- 
ning. Will look forward to seeing your 
article which you promised to publish in 
the November i issue of The Feed Bag. 
L. K. MAYR, 
Mayr’s Seed & Feed, 
Beaver Dam, Wis. 


Improves With Age 


Like whisky, The Feed Bag improves 
with age. If more feed dealers would read 
and carry out the many worthwhile sug- 
gestions presented each month, they could 
not help but do a more satisfactory busi- 
ness. I particularly enjoy your editorials. 

E. A. KNUDSON, 
Northrup, King & Co., 
Minneapolis, Minn. 


Notices Change 


I want to compliment you on the new 
paper stock for The Feed Bag. It is 


great. 
HARRY PLUMB, Secretary, 
Milwaukee Grain & Stock 
Exchange, 
Milwaukee, Wis. 


California Sunshine 


Congratulations on your new and im- 
proved issue of The Feed Bag. It looks 
very fine and you have a good, repre- 
sentative advertising schedule. 


L. J. STROMMES, Secretary, 
California Hay, Grain & Feed 
Dealers Association, 
Sacramento, Cal. 


Wants Book 


I have been reading with interest the 
chapters by F. Harvey Morse on “Mer- 
chandising Farm Supplies”. Does this 
come in book form and how much is it? 


H. E. FREDERICK, 
O. M. Scott & Sons Co., 
Marysville, Ohio. 


Editor’s Note: We are seriously considering the 
publication of Mr. Morse’s articles in book form 
and if a sufficient number of members of the 
feed trade signify that they would like copies 
we will be glad to complete our plans. Write 
and let us know if you, too, want one of these 
books. The last chapter of ‘“‘Merchandising Farm 
Supplies”’ will be published in our January issue. 
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Personal Contact Produces Volume 


For Spellman Co. 


e Firm Was Organized Sixty Years Ago 


FTER 60 years’ experience in the 
feed and elevator business, Spell- 
man & Co., Lincoln, Ill., extensive 

dealers in grain, feeds, lumber, and build- 
ing materials, have a pronounced belief 
that personal solicitation is the most ef- 
fective method of selling feeds. They fol- 
low out their belief by having two men 
constantly in the country soliciting feed 
business. This constitutes their principal 
method of promotion. In fact, says J. L. 
Savage, secretary of the firm, any new 
business of any extent has its origin in 
this method. 
Founded by John Spellman 

Spellman & Co. was founded by John 
Spellman. At the present time, a son, also 
John Spellman, is president of the concern 
and Mr. Savage is secretary. The firm op- 
erates three elevators, an extensive lumber 
yard and two stores devoted to feeds and 
building materials in Lincoln, an elevator 
four miles from Lincoln, and lumber yards 
at Beason and Middletown, two small 
towns near Lincoln. 

The firm manufactures a complete line 
of feeds for poultry, hogs and cattle un- 
der its own brand name, “Spellman’s.” It 
also handles all kinds of bulk feeds, poul- 
try and stock remedies and seeds of all 
kinds. It has all the equipment necessary 
for grinding and mixing feeds, including 
a grinder of five tons an hour capacity, a 
batch mixer and a molasses plant. Molas- 
ses is used in hog, dairy, and steer feeds 
and in some chicken feeds. The firm does 
custom grinding for farmers and furnishes 
them with any or all of the ingredients 
necessary for making home-made feeds. 
Much of the grain used is purchased lo- 
cally and all other ingredients, including 
molasses, are bought in carload lots. 

Although the company depends upon 
personal solicitation for a large part of 
its business, it keeps its name in front of 
the farmers of its territory by display ad- 
vertisements in the Lincoln daily paper 
twice a month and in every issue of the 
local monthly farm bureau paper. It has 
a mailing list of all the farmers of its 
territory but uses direct mail sparingly. 

Contract for Business 

Window displays of feeds are used con- 
stantly in its new store building. Floor 
displays are also much in evidence in the 
store. 

“A large percentage of our business,” 
says Mr. Savage, “is contract business 
with owners of large flocks of chickens, 
droves of hogs and herds of dairy cattle 
and feeders. It would be impossible to 
obtain this class of business by usual ad- 
vertising methods. This type of business 
must be secured through personal contacts. 
Our two solicitors cover the entire county 
intensively, following up every lead se- 
cured until the business is obtained or we 
know there is no further opportunity of 
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“This looks like a good town. Want to lay around here for a while?” 


getting it. One of our solicitors graduated 
from a poultry school and in addition has 
had hatchery experience while the other 
one has been associated with salesmen on 
the road for 20 years or more. It is need- 
less to say that our men are familiar with 
every angle of the feed business and are 
qualified to give advice on feeding prob- 
lems and practices.” 
Operate Five Trucks 

The company employs 28 persons and 
uses five trucks for delivery purposes. 
These trucks are painted red. They are 
always kept painted and washed and pre- 
sent an attractive appearance. They are 
used to deliver the various products han- 
dled by-the firm both in the city and in 
the country. Appearing constantly on the 
roads of the county, they themselves form 
a good advertising medium. 

Business Ties in Well 

None of these trucks is used exclusively 
for feeds. The building material business 
ties in well with the feed business, both 
in the selling end and the delivery end. 


’Every customer for building material is a 


prospective customer for feeds and vice- 
versa. When a customer is purchasing one 
of these items, a good opening is afforded 
to sell the other. Deliveries of both can 
be made at the same time and deliveries 
of either give a chance to introduce a sales 
talk of the other at the time of delivery. 


Selling Plus a Good Name 

“Of course our 60 years in business 
gives us a reputation that is a valuable as- 
set in selling feeds,” says Mr. Savage. 
“And yet, this reputation alone will not 
make actual sales. In making contacts, 
our reputation gives our solicitors a hear- 
ing and has considerable bearing in mak- 
ing the sale. But the solicitor must have 
plausible arguments to use in favor of 
our brand of feeds. These personal con- 
tacts, we are fully convinced, form the 
only method of securing an extensive con- 
tract feed business.” 


@ WESTERN SUPPLY CO., Sparta, 
Wis., is constructing an addition which 
will be used for handling a line of general 
merchandise. John Kress is manager. 
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It isn’t the price of feed that 
counts. It’s the value in terms of results! 


Measured in terms of improved 
—hatchability 
— growth (both chick and pullet) 
egg production 
egg size and quality 


2% to 5 per cent dry skim milk in all-mash feeds is 
worth more than it costs! 


Results prove it. 


Insist on enough dry skim milk in your rations to prove 
their worth in terms of results for your feed customers. 


There is no substitute for dry skim milk results. 


Ameriean Dry Milk Institute. Ine. 


Desk 792. 221 N. La Salle St. 
Chieago, 
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Cditorial Comment 


CHRISTMAS SPIRIT This is the time of the year when we are inclined to 
FOR EVERY DAY think most of our family and our friends. We have, in 
fact, a kindlier feeling toward all mankind. 


The spirit of the holiday season — of Christmastime — fills the world and 
prompts us to love our neighbors and to display our affection for our mothers, 
fathers, wives, children and even our mothers-in-law. 


It is natural for us to love — unnatural to “hate” — but from January to 
November we hold the reins on our emotions until as the anniversary of His 
birthday approaches we let go to one grand outpouring of love. Then, as the 
children break the first of their new toys, we wonder what it was all about and 
crawl back into our shells for another year. 


What a wonderful world it would be if we could spread that Christmas spirit 
so that it would have its effect upon our lives in July as well as in December. We 
wouldn’t want to live in a world peopled with Santa Clauses but we could give 
more of ourselves with each sack of feed that we sell, with each handclasp that 
we make, with each competitive transaction that we enter into. 


Sometime ago crooners of a then popular song were telling us: “It’s June in 
January — because I’m in love’. The moral of the story was and is that we may 
enjoy roses every day of the year if we will just permit our hearts to reach our 
minds so that the roses may have an opportunity to grow. 


The thoughts about which we are writing are not new. But this year, let’s not 
pass them over as old numbers too shop-worn to be worthy of notice. Instead, 
let’s put the Christmas spirit to daily use and resolve, in 1938, to cooperate with 
all whom we contact in a sincere spirit of goodwill and brotherly love. 


To start with, let’s not forget the members of our business family — our 
employees and our competitors. If you have had a good business year, share part 
of your profit with your associates who helped make that profit possible. You may 
do this either through bonuses or increases in your salary and wage schedules 
but, whatever you do, you will find the resulting increased loyalty productive of 
greater returns for you throughout the coming year. Not much is necessary with 
respect to your competitor but you will find it worthwhile to remember him with 
a personal Christmas card and one of your business calendars. 


Instead of just Merry Christmas, therefore, the staff of The Feed Bag wishes 
you a Merry 1938, a bit of the Christmas spirit for every day of the New Year. 


DAVID K. STEENBERGH 
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Modesto Feed Price Minimum Plan 
Spreading on West Coast 


© Operated Under Fair Trade Practice Act 


E “Modesto Plan” originated in 
California under the Fair Trade Prac- 
tice Act enabling feed dealers to 

establish minimum resale agreements and 
trade rules on various types of feeds is 
being introduced in Grays Harbor county, 
Washington, by the Pacific Northwest 
Feed association. If it proves successful 
in this district the organization intends to 
put the plan in effect in other localities. 

Started several years ago by the Cali- 
fornia Hay, Grain & Feed Dealers asso- 
ciation in the Modesto, Calif., district the 
plan has branched out into many parts 
of the state. Close cooperation, however, 
is being maintained with the chief of the 
market enforcement division of the state 
to avoid legal pitfalls. 

How Plan Works 

As explained by I. J. Stromes, secretary, 
California Hay, Grain & Feed Dealers as- 
sociation, this is how the plan works: 

“A natural trade area must first be 
organized to the point where the retailers 
themselves, after sufficient general meet- 
ings, agree to go ahead and select a repre- 
sentative market price committee. The 
general meetings can establish basic poli- 
cies such as trade rules and minimum 
gross margins desired on mashes, grains 
and concentrates. 

Price Changes Established 

“The association automatically supplies 
the mash margins on the current market 
lists of the wholesale mills’ branded feeds. 
The market price committee, say in the 
Modesto district, meets regularly once a 
week calling in as many local outsiders 
as they desire including cooperatives and 
establishes price changes on current mar- 
ket for concentrates and grains. These 
are wired or telephoned to the association 
office which prepares the list and mails it 
out. 

“In a district it is necessary to choose 
a freight center which will govern on the 
basis of haulage or freight charges from 
the wholesale source of supply. This 
standard cartage applies in the resale 
prices over the whole district as it would 
be impossible to send out a list for every 
town or local trade area. And these are 
purely minimums. The resale prices for 
both mashes and grains are based on car- 
load costs, the most efficient operating 
overhead usually running from $4.00 a 
ton over laid down dealer’s costs or from 
10 to 15 per cent on sales, depending on 
the type of commodity. 

Manufacturers’ Resale Lists 

“Under the California Fair Trade Act 
the manufacturers may issue their own 
branded resale lists or they might approve 
the district suggested retail minimums 
from the retail market price committee. 

“The dealers themselves must handle 
the policing through the market price 
committee which might be four or five 


large and small dealers placed geographic- 
ally or if the burden is too heavy, a dis- 
trict committee with one good dealer in 
each town could support the price com- 
mittee in this work. The association co- 
operates only in the organization, in the 
mauling and in emergencies. These emer- 
gencies may be the most difficult retail 
competitors or may involve wholesale- 
retail policy relations. 

“The basic point to remember is that 
the dealers are not only selling the con- 
sumers but by spending several hours 
weekly working with each other, they can 
add an average of $1.00 to $2.00 a ton 
additional margin over annual sales. Be- 
cause carload current market prices are 
used, the consumer, in general, gets better 
prices over the period. Retail prices fol- 
low wholesale fluctuations so closely that 
working on replacement becomes a habit. 
The greatest power of the minimum price 
list is that it also creates a habit of de- 
pendence on these lists by retailers. 

Dealers’ Work Increased 

“The minimums, especially on concen- 
trates, etc., are not necessarily the resale 
price. Even carload buyers find it neces- 
sary to sell over the minimums in some 
instances. The basic competition which is 
the carload buyer must determine the 
minimums with the best consideration pos- 
sible given to LCL retailers. There can 
be no permanence to any resale list that 
gets unreasonable in the way of margins. 

“The resale list does not eliminate the 
dealer’s work. It actually makes more 
work for dealers to run their business as 
a group corporation. This work, if done 
right, will leave each dealer from $1.00 
to $2.00 more on each ton of feed he 
handles.” 

“Unless the price committee is big 
enough, is tolerant, is willing to work and 
is particularly careful not to set prices 
that will benefit any particular group and 
looks at the picture squarely from the an- 
gle of all dealers, the plan is destined to 
fail. It is extremely important to select a 
committee that will have the confidence 
of the majority of dealers in any particu- 
lar area.” 

The policies adopted and effective in 
the minimum resale price agreement are 
as follows: 

1. One Minimum Price: Only one set 
of minimum margins can be maintained 
under present competitive practices. Each 
dealer has the privilege of adding for 
“Credit” or “Delivery” if he desires. Any 
dealer may sell above minimums. 

2. Volume Discounts: These minimum 
list prices are effective up to 5 tons. Spe- 
cial discounts start at $2.00 on from five 
to ten tons of one distinct kind of feed. 
Same discounts apply on local as on ter- 
minal feeds. Over ten (10) tons of one 


kind of feed is open business. (Adopted 
Aug. 4, 1937.) 

3. Open Business: Agreed that sales 
of ten (10) tons or more defined as 
“Open Business” shall be limited to one 
kind of feed product and such sales shall 
be delivered within ten days from date 
of purchase. 

4. Contracts: Agreed that there shall 
be no more contracts used and that any 
sale of 5 tons or over shall be a bona fide 
sale for delivery within ten days and all 
deliveries be made to consumer’s own 
ranch or ranches. 

5. Price Guarantee: To sell or offer to 
sell feed at a price guaranteed against 
market increase or decline is prohibited 
as an unfair trade practice. 

6. Special Mixes — Local Mashes: 
Local Mixers agree to charge the regular 
minimum retail margins on ingredients en- 
tering into their mashes and in special 
mixes and to add a minimum of $1.50 for 
mixing charge. Local mixers on request 
agree to file their current mash and 
scratch prices with the Market Price Com- 
mittee. Local manufacturers who whole- 
sale for resale agree to support the same 
resale margins as applied to terminal 
mashes. 

7. Poor Lots: Dealers holding poor 
lots of grains or feed which they must sell 
under list prices should inform committee 
before disrupting the local market. Such 
dealer may allow other retailers to handle 
portions of such stocks at 10 cents below 
prices quoted the consumers. 

8. Exchange Lists: An exchange listing 
will be carried for dealers who are over- 
stocked on some feed. This applies to 
seasonal or other feeds where the regular 
scattered demand could easily absorb such 
surplus without loss to the dealer. 

9. Beet Pulp: Minimum prices on beet 
pulp are $5.00 over Tracy base price up 
to three tons; $4.00 over Tracy base price 
on from three to five tons, while over five 
tons—“Open Price” governs. 

10. Unfair Publicity: Dealers are 
warned against permitting salesmen to 
make unfair statements to customers. 

11. Price Cutting: Report any price 
cutting to the committee by telephone, 
before meeting such prices. Many com- 
plaints are found to be based on shoppers 
who report past purchases out of line 
with current markets. Confidence works 
two ways. 

12. Price Lists: As a rule only one 
complete minimum price list will be is- 
sued weekly. Special notices will be mailed 
out for minor price changes. 

13. Wheat: Your market price commit- 
tee recommends that two minimum resale 
prices be continued effective for feed 
wheat listing field run and recleaned feed 
wheat at a minimum differential of 10 
cents. 
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FEED DEALS 


“Feed men are rolling up 
=. —with these two record-breaking Sargent seller 
Investigate. Get in on this REAL money! © 


Cash in on the big Corn Crop. 
Sell the farmer the ONE and 
ONLY balancer he needs to feed 
out his corn. 


SARGENT 
MINRAL 
MEAT MEAL 


You get 4 times the profit of tankage. You sell 5 
times the volume of ordinary mineral. 


—And we have the facts from scores of actual 
dealers to prove it. 


It retails at about the same price as tankage, yet 
it feeds TWICE as FAR as tankage. 


Dealers now making from $50 to $400 a month 
EXTRA profit on Sargent Minral Meat Meal. 
Investigate this big money maker—the largest 
selling mineral feed in the midwest today. Write 
for free literature and special introductory dealer 
offer. 


| Back of Minral Meat Meal an 


ly ads on five 
radio stations. § Sp 


2 Newspaper ads. 
4 Farm paper ads. 


Cash in on high Egg Prices 
Sell “the old reliable” 


SARGENT 
LAYING 
MASH 


Will give you amazing profits because it’s backed 
by a long record for producing extra eggs for your 
poultry raising customers. 


Sargent Laying Mash is the proven, tested egg 
maker, recommended by hundreds of leading mid- 
west poultry men. Contains vitamins, protein and 
minerals—a winner that builds extra business. 


Dealers everywhere reporting big sales—big 
profits—and steady repeat volume. 


Add this better profit feed to your line NOW! 


TEAR OUT AND 


d Sargent Laying Mash | WRITE 
4 New literature. 
ecial sales helps. 
G Local feeder meet- 
ings. 


TODAY! 


Tear out this ad—send for 
full particulars on these two 
BIG MONEY items. 


SARGENT & COMPANY, Des Moines, Ia. 


NEARLY A HALF CENTURY OF QUALITY FEEDS 
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Feed Dealers Are Proud of Slogans 
How Does Your’s Read? 


@ Catchy Phrases Stress Service and Quality 


HAT feed dealers prize their slogan 

as one of the chief assets of their 

business is evidenced by the re- 
sponse received to the article published in 
the August issue of The Feed Bag where- 
in the catchy phrases used by a variety 
of firms were listed. 

Grandview Feed & Fuel Co., Des 
Moines, Ia., is particularly proud of the 
slogans which it features. 

“We noted with interest your article on 
slogans,” Joseph M. Brauch of the firm 
writes. “We wish to add further that we 
have noticed consumer interest created by 
our slogan, especially at our large feed 
warehouse in Des Moines on which is 
painted ‘We Mix Service and Satisfaction’ 
and ‘No Order Too Small, None Too 
Large.’ 

Must Have Quality Too 

“But we have also found that quality 
feeds are more essential than anything 
else in holding real cash buyers, year after 
year, here in the heart of the grain belt. 
We buy the highest quality feed obtain- 
able to our estimation and set our quota 
to exceed 100 cars of commercial feed 
annually.” 

L. A. Gray, West Sullivan, Me., sent a 
copy of an advertisement in which his 
slogan was featured in large type. It 
reads, “In a Hurry? Depend on Us.” 

“We are rather proud of our slogan,” 
adds Mr. Gray, “because it advertises our 
biggest feature—service.” 

Old But Still Going 

Melvin R. Horton, Horton’s feed store, 
Peekskill, N. Y., believes in reminding his 
customers, that although his firm is a pio- 
neer in the business it is still going strong. 
The slogan which has been used for years 
is “Started 1871—Still Going.” 

Charles J. Cook, Cook’s feed store. 
Marysville, Kan., impresses his customers 
with the fact that his feeds are as perfect 
as he can possibly make them. His slogan 
reads, “If Better Mash Could Be Made, 
Cook Would Make It.” 

“Cooperation Cuts Costs” is the phrase 
featured by John E. Jensen, Luck Coop- 
erative Exchange, Luck, Wis. Mr. Jensen 
is especially proud of this slogan and 
claims that if the judges are fair he should 
win a prize for it. 

May Change Slogan 

George E. Tews, Mazomanie Mills, 
Mazomanie, Wis., now has “Mazo Poultry, 
Dairy and Hog Feeds Are Always Fresh” 
appearing on his letterheads but is think- 
ing of changing the slogan to read “Mazo 
Feed Is What You Need.” He believes 
that making it rhyme will add to its effec- 
tiveness. We’d say go ahead, George, and 
let us know whether your customers pre- 
fer the new to the old. 

Another feed firm which believes in 


(Continued on Page Forty-three) 
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Oscar Hoerr watches his pet squirrel work for him. 


Attracts Trade by Featuring 
Squirrel in Window 


HERE is never a dull moment for cus- 

tomers who visit the feed stores oper- 
ated in two down town locations in Peoria, 
Ill., by the Hoerr brothers, Oscar and 
Joe. 

In a front window at Oscar’s store is 
a large woven wire cage. In the cage are 
three constantly active squirrels, all of 
which were caught while they were young 
and raised in captivity. One of them was 
only a baby in the nest when captured. 
If they have suffered from living in a 
cage nothing indicates it. Plump fellows, 
they bound around and play with fasci- 
nating activity. 

On the floor of window is a “running 
wheel.” Climbing in this wheel the squir- 
rels run to their heart’s content to the 
great amusement of spectators. Withal, 
their running only results in making the 
wheel go round and round. 

“This display brings so many people 
to our windows,” says Oscar, “that a large 
Peoria department store sought to borrow 
it for one of their windows. This morning, 
for instance, there must have been. 20 
people around the window at one time, 
watching the squirrels.” 

To draw the people from the street into 
the store a small cage of puppies, baby 
chicks, or such, is kept just inside the 
door. 

At Joe’s store one window is constantly 
devoted to canaries, dozens of them, twit- 
tering, chirping, hopping here and there. 
Inside the store canaries in cages are hung 
about. 

Hoerrs, it must be emphasized, are not 
in business of selling birds, dogs, or squir- 
rels. Nor do they stress dog food or 


canary seed. 


“T sell a few birds around Christmas 
enough to allow me to break even at least 
on the displays,” says Joe. “But I do not 
advertise them, make no effort to sell 
them till asked about them.” 

Front windows of Joe’s store are art- 
istically decorated with brilliant fall 
branches of hard maple trees in season 
or crepe paper. National advertising pos- 
ters of pigs may have Christmas tree 
lights inserted as eyes or tails to add to 
the novelty. 

“T hope soon to place some weaned pigs 
in a window and raise them there,” de- 
clares Joe. 

The unusual turn of the animal displays 
is that they actually enable keeping down 
of store overhead. 

“The birds entertain customers who are 
waiting, prevent them from becoming irri- 
tated,” points out Joe. “I have, in fact, 
been able to reduce the store force since 
I introduced the birds, without effect on 
store patronage.” 

The Peoria Canary club, with 40 mem- 
bers, meets each month in Joe’s store, 
scatters good-will from its membership. 

Important part in the attention the win- 

dows attracts is the prominent location of 
both Hoerr stores. Oscar’s store is located 
on a corner where five state routes verge. 
Both stores are on a street along which 
walk workers to a half dozen prominent 
Peoria factories. . 
@ GLOBE MILLING CO. elevator, Wa- 
tertown, Wis., was damaged by fire No- 
vember 8 with loss estimated at $25,000. 
The building is located about eight blocks 
from the firm’s mill proper. An explosion 
is believed to have caused the blaze. 
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MORE LIVABLE CHICKS PER HUNDRED EGGS 
WITH STERLING VITAMIN E ENRICHED MASHES 


Every egg put into the incubator represents 
money that the poultryman is staking on the future 
of his business. Every egg that fails to hatch a 
livable chick increases the cost that must be charged 
against the rest of the hatch and lessens the chance 
for profit. 


Northrup, King & Co., realizing the importance 
to the poultryman of high percentage hatchability, 
have taken every precaution to assure the effective- 
ness of their poultry feeds. Just as they fortified 
their formulas with measured amounts of vitamins 
A, D and G as soon as the need for richer supplies 
of these vitamins was demonstrated—so they have 
enriched their mashes with extra amounts of the 
recently stabilized reproductive vitamin E. 


There is perhaps no factor that more distinctively 
affects hatchability than vitamin E. Without vita- 
min E, fertilization does not take place—with too 
little vitamin E chick embryos die in the shell at 
the 4th or 5th day—succumb at the 17th to 19th 
day—or, if they hatch, produce puny weak un- 
livable chicks. 

With vitamin E fortified Sterling Poultry Mashes 
available, it is no longer necessary for farmers to 
take chances on vitamin E. Help your customers 
reduce their risks and increase their profits. Be the 
dealer in your locality who can offer feeds with 
a certified vitamin E content. Ask a Northrup, 
King representative to call and explain the many 


advantages of the Northrup, King line of vitamin- 
blended feeds. 


NORTHRUP, KING CO. 


Minneapolis, Minnesota 


MAIL COUPON TODAY! 


HOW WELL DO YOU 
KNOW YOUR VITAMINS! 


To help dealers answer the many puzzling 
questions that people are asking about vita- 
mins these days, Northrup, King & Co. have 

, published a 16 page booklet of questions and 
answers covering all of the accepted vitamins. 
Be sure to ask for your copy—it’s free! 
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Northrup, King & Co., 1500 Jackson St. N.E., Minneapolis, Minn. 
Please send me, without charge or obligation, a copy of your booklet 


called “What’s This About Vitamin E”—containing questions and 
answers on all vitamins. 


Have representative call............ Do not have representative call........... 
Firm 
Individual 
Address 
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Soucy Holds Bad Account Losses 
Below Three Per Cent 


ROOSTOOK county, Maine, is the 
A northeastern corner of the United 
States. It is rather an unusual part 
of the map. It comprises one-third of the 
state, is dotted with lakes and deep for- 
ests, with hundreds of potato farms, and 
a number of right lively towns. Such a 
region is naturally a tourist country but 
the real extent of this tourist business 
must be seen to be appreciated. 

One of the towns in Aroostook county 
is Fort Kent. It is rather a straggling 
town built along the base of the colorful 
Fort Kent hills. The road there from the 
south is lined with fields of potatoes, 
every town has potato warehouses and 
there are several potato starch factories, 
the only ones,in this country. The town 
is situated on the St. John river. 

Live Feed Department 

The most interesting stop in Fort Kent 
is at the store of A. D. Soucy. Here are 
handled groceries, meats, beverages, and, 
best of all, two excellent brands of com- 
mercial feeds. 

“T have been in business here 20 years,” 
said Mr. Soucy. “All this time I have 
carried complete lines of branded and 
well-balanced commercial feeds. We have 
done a fairly good job of holding old 
customers and enlisting new ones. We 
have not practiced all the merchandising 
devices we know about. Our feed busi- 
ness is just one department here. How- 
ever, we find that a good policy is just 
treating people right, practicing the old 
simple virtues and we get along pretty 
well with everybody.” 

Visible evidences indicate that simple 
virtues do get and hold patronage. Be- 
sides Mr. Soucy, there are 13 full time 
employees and one part time man. There 
are three trucks. Everything has a sort 
of prosperous atmosphere. Thirteen work- 
ers and not much delivery trade. Feed 
deliveries are made only on order and 
$2.00 a ton is charged when deliveries are 
made out of town. Some of the customers 
live 25 miles away. 

Believes in Advertising 

These are budget times but there is no 
budgeting, even of advertising money, in 
connection with the operation of the 
Soucy store. However, he spends about 
$100 monthly for advertising on an aver- 
age. He is a decided booster for direct- 
mail advertising, sending letters, feed 
manufacturer’s booklets, and information 
matter in care of Uncle Sam. Of course, 
it is necessary as a matter of business and 
local patriotism to give advertising sup- 
port to tourist booklets and papers. 

“A good mailing list is mighty effec- 
tive,” says Mr. Soucy. “Of course, educa- 
tional meetings with motion pictures, live 
display such as hens in laying batteries 
in the store are very good things and I 
believe in the principle, although we have 


never tried such methods here. Each mer- 
chant must shape his activities to suit his 
own conditions. We carry good feeds, let 
the farmers know what we have, tender 
immediate service when they drive in. 
Not long ago when one of Mr. Soucy’s 
two feed manufacturers featured a new 
type of guarantee to promote dairy feed 


Soucy feed truck ready for parade 


tonnage, this Fort Kent merchant trimmed 
up a float of his own, using feeds and 
company advertising matter and gave the 
idea some good local promotion. It was 


@ Maine Dealer Operates Thriving Business 


a day when the town was full of country 

people and they got an eyefull as the 

Soucy decorated truck traveled over town. 
Credit No Problem 

It was refreshing to learn that the credit 
business is no particular grief to Mr. 
Soucy in contrast to what one hears in 
many feed stores. Fully 75 per cent of 
the commercial feed trade at his store is 
strictly cash. Only 2 per cent to 3 per 
cent of his credit accounts go bad. Of 
course, he believes in making every effort 
to collect. Often it is said that in collect- 
ing bills a slow merchant is as bad as a 
slow customer. That criticism is out of 
place in the Soucy business for they keep 
after old accounts and occasionally a bill 
is paid that is two or three years old. 

In discussing the Soucy business with 
an Aroostook county dairyman, the farm- 
er said: “I don’t know why people like to 
trade there. I know I like to buy feeds 
there because Soucy always has what you 
want, good fresh feeds, too. He has never 
been much of a ‘price fellow’, preferring 
quality brands he don’t have to apologize 
for. I like that.” 


(;.H. Marsh Elected to Head 
Feed Control Officials 


NCREASING harmony between feed 

control officials and members of the 
feed industry was manifested at the 29th 
annual convention of the American As- 
sociation of Feed Control Officials, Inc., 
which was held at the Raleigh hotel, 
Washington, D. C., November 4 and 5. 
A large group of feed and ingredient man- 
ufacturers attended. 

G. H. Marsh, Montgomery, Ala., was 
elected president by the control officials 
to succeed L. S. Walker, Burlington, Vt., 
and L. M. Jeffers, Sacramento, Cal., was 
chosen vice president. H. H. Hanson, Do- 
ver, Del., and C. S. Ladd were named 
members of the executive committee. L. 
S. Bopst, College Park, Md., who has 
served for many years as secretary and 
treasurer of the organization was again 
reelected to this position. 

One of the principal speakers at the 
convention was Ralph M. Field, Chicago, 
Ill., president of the American Feed Man- 
ufacturers association, who urged uni- 
formity in feed laws. His address was 
published in the November issue of The 
Feed Bag. 

Mr. Walker, retiring president of the 
control officials, pointed out the many 
duties of feed regulation. 

“The manufacturer and the farmer,” he 
said, “should demand a reasonable dispo- 
sition of funds collected through feed in- 


spection fees. The farmer pays the bill 
every time he buys a bag of feed. Excess 
fees might well be used for experimenta- 
tion and demonstration in animal and 
poultry husbandry.” 

Mr. Walker also emphasized the value 
of publications in feed control work. 
Greater uniformity in bulletins and au- 
thentic information simply presented were 
recommended by him. 

E. S. Savage, Cornell university, Ithaca, 
N. Y., explained the scientific progress 
that has been made in the feed industry 
in recent years and predicted continued 
advancement in this field in the future. 

One of the important discussions during 
the convention was that of the registration 
of canned dog foods. James W. Kellogg. 
dog food division, Institute of American 
Meat Packers, in an address on this sub- 
ject, said that manufacturers were desir- 
ous of meeting the requirements of the 
laws and added that his organization had 
inaugurated a program to cooperate with 
control officials and others. 

H. R. Kraybill, LaFayette, Ind., dis- 
cussed the relation of hominy feed to soft 
pork. He described numerous feeding 
tests and illustrated his talk with charts 
and statistical figures. 

The executive committee of the Con- 
trol Officials association gave its report on 
various definitions of feedingstuffs. 
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Prize Barred Plymouth Rock Cock fed 
lodized mashes at the R. S. Harmon_ 
Breeding Farms, Gabriel 
courtesy of Globe 


2,220 Ibs. lodized 
putlon w 


feeds. Photo courtesy lin- 
mesota Farm Bureau Service Co., St. Paul, 
mn 


Two Booklets in One, chapters for 
NUTRITIONISTS, SALES MANAGERS, 


ADVERTISING DEPARTMENTS 
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NEW Iodine portfolio, prepared 

especially for feed manufacturers, 
mineral manufacturers and mixers of con- 
centrates, is just off the press. 


It tells why present-day feed formulas, 
geared to meet the demands of increased 
production, require supplementary Iodine. 
It tells how thyroxin, a secretion of the 
thyroid (Iodine) gland, aids in the digestion 
of proteins and fats— how Iodine helps to 
speed up mineral assimilation. 


This portfolio discusses the value of 
Iodized rations during breeding and gest- 
ation periods. It points out Iodine’s influ- 
ence upon growth and production. It gives 
tables of tests and quotes leading nutritional 
authorities. It pictures livestock of well- 
known farmers—poultry, dairy cows, hogs, 
sheep, etc.—that have been fed Iodized 
rations. It shows how little Iodine costs. 


This portfolio shows how your customers 
can make more money. It shows how you, 


Name 


IODINE EDUCATIONAL BUREAU, INC. 
120 Broadway, New York, N. Y. 


in turn, can increase your profits. It points 
out the way to get more business through 
the Iodine Educational Bureau’s national 
and state farm paper advertising. 


Every nutritionist who is using or con- 
sidering the use of Iodine in his feed 
formulas, should have this portfolio. 


Every sales manager, looking for a 
proved, sales-convincing means of getting 
new accounts, will want a copy. 


Every advertising or sales promotion 
manager will eagerly read what Iodine 
advertising is doing and how, through the 
use of the Iodine Seal, this publicity can be 
used to enlarge his company’s advertising 
appropriation—and without cost. 

We would like to place this Iodine Port- 
folio, FREE, in the hands of leading feed, 
mineral and concentrate manufacturers. 

Before you register your 1938 feed for- 
mulas, be sure to have all these facts at 
your finger-tips. 


Most Iodine used in this country is produced in the manufacture of Natural Nitrate of Soda 


MAIL COUPQ, 


‘FB-12 


Send us FREE a copy of your Iodine Portfolio. 


We mix at least 1000 tons of feed per year (J 
We mix less than 1000 tons of feed per year [] 


Address 


City. 


State. 


1938 FEED FORMULAS 
NE 
: 
| Co. Los Angeles, 
ix days, 
ml per yea: Courtesy Acme Mailing 4 


Develop Greater Feed Sales in 1938 
By Using These Ideas 


ED dealers in all parts of the coun- 
try have been increasing their sales 
by employing unusual merchandising 
stunts. From month to month The Feed 
Bag has presented these ideas in con- 
densed form, and with the closing of the 
year the editors have reviewed the entire 
group and selected ten which in their 
opinion were the most productive of ac- 
tual sales. They are presented herewith. 
Eggs Advertise Feed 
A New York state dealer featured a 
clever window display that attracted cus- 
tomers and increased the sale of his mash. 
He took several dozen eggs and painted 
letters on them with black paint and ar- 
ranged them so that the message read, 
“Blank Mash Will Increase Your Egg Pro- 
duction.” He placed the eggs in the front 
of his display window and in the rear 
he arranged several sacks to form an ef- 
fective presentation of his product. 
Builds Mailing List 
An effective way to build a good mail- 
ing list has been devised by a Wisconsin 
dealer. Whenever a customer makes a 
purchase the original sales slip bearing his 
name and address is dropped into a con- 
tainer. Every Friday the store draws two 
names out of the box and the winners 
receive a set of dishes. “It is surprising,” 
the dealer reports, “how many new names 
we have been able to add to our mailing 
list as a result of the stunt. The prize we 
offer certainly brings the customers in and 
our sales have shown a nice increase.” 
Contents of Feed 
A clever and effective method of tell- 
ing his customers about the ingredients 
contained in his poultry mash was recent- 
ly employed by a Wisconsin dealer. He 
drew a picture of a large bag in the cen- 
ter of a large piece of cardboard and 
around it drew a series of smaller sacks 
and a cod liver oil drum. He also put 
arms and legs and faces on the smaller 
drawings and wrote the names of various 
ingredients in the feed on them. The en- 
tire setup gave the appearance of a group 
of dwarfs dancing around a pole with 
hands joined. The heading at the top of 
the cardboard read, “Yes, We All Helped 
to Make Blank Mash and Are Proud of 
Our Work.” At the bottom of the illus- 
tration the dealer wrote, “Blank Laying 
Mash Is Always Fresh—Always the Same 
and Will Give the Best Results at Lowest 
Cost.” 
Name the Breeds 
Unusual interest was attracted to a 
Michigan feed dealer’s store when he ob- 
tained one hen of each breed of poultry 
and put them on display in his window 
with an arrangement of feed in the back- 
ground. To stimulate competition among 
his customers he offered a prize of 100 
pounds of starting mash to each person 
who could write the correct names of each 
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@ Editors Pick Ten 


breed represented. On a placard in con- 
nection with the display was printed, 
“Whatever Breed You Prefer, Blank 
Feeds Will Net You the Most Profits.” 
A Minnesota feed dealer who handles 
poultry equipment as a sideline and makes 
a good profit on it clears a section of his 


Steps to Failure 


The spiders may be busy in this feed store but 
100 to 1 the owner isn’t. Here is a glaring ex- 
ample of how to drive customers away from your 
place of business. Cleanliness is next to godliness, 
even in business, and all over the country you 
will find that the stores with tidy appearances and 
careful arrangement of stock are the most suc- 
cessful. Don’t ever allow your store or yourself 
to gather cobwebs. 


warehouse and arranges a model poultry 
house. He places his brand of feed in 
the hoppers and features every piece of 
equipment he handles. The customer, in 
looking at such a display, visualizes not 
only the one item he came to buy but is 
made conscious of other equipment he 
could use profitably to preserve the health 
and improve the production of his flock. 
This model poultry house idea enabled 
the dealer to break all previous records 
last year and he is going to repeat it again 
this spring. 
Good Will Advertising 

Whenever farmers in a Pennsylvania 
territory decide to hold a community 
event they have a standing offer of using 
one corner of the feed store’s ad for ad- 
vertising without any charge. The dealer 
has a contract with his local paper to 
use a two column by eight inch space 
every week and reserves the upper corner 
of his ad for announcing farm picnics, 
auction sales and other community events. 
No individual “for sale” or “wanted” ads 
or commercial promotions are allowed in 
the space. This idea has developed much 
business and furnishes splendid good will 


Prize Trade Builders 


tieup with the firm’s regular advertising. 

An Iowa dealer does a tremendous busi- 
ness in poultry feeds by providing an in- 
dividual finance plan for his customers. 
He agrees to supply all of the feed neces- 
sary to raise a flock of baby chicks to 
laying hens and as his security takes a 
chattel mortgage on the flock. This chat- 
tel contains an agreement that he has a 
right to select all of the cockerels that 
develop from the baby chicks. The money 
received for these often amounts to 
enough to pay for the feeds and in no 
way interferes with the customer’s income 
from the laying hens. If there are not a 
sufficient number of cockerels the agree- 
ment also provides that the dealer can 
cull out the poorer pullets and sell them 
to make up the difference. The plan has 
worked so successfully for this dealer 
that in five years only one loss was sus- 
tained. In this case the brooder house 
burned down and the family was in poor 
circumstances so the dealer tore up the 
note, and helped the farmer get a new 
start. 

Old Time Music 


Memories of old times were revived by 
a New Jersey dealer who obtained a phon- 
ograph and collected all of the old records 
he could possibly lay his hands on. He 
placed the machine in the waiting room of 
his store and invited customers to play it. 
The idea furnished amusement as well as 
reawakening pleasant memories and 
brought people into the feed dealer’s place 
of business. Customers were also invited 
to dig up old records and contribute them 
to those already on file, the dealer allow- 
ing 25 cents in trade for each of them. 

Buys Spinning Wheels 

A Minnesota feed dealer recently vis- 
ited one of his friends in a large city. 
“By the way,” he said, “you get into 
the country a lot. Can’t you pick up an 
old fashioned spinning wheel for me for 
my recreation room?” The dealer made 
a mental note of this and upon his return 
inserted an advertisement in the little 
newspaper which he issued from his store 
every month offering to buy spinning 
wheels. The ad brought in 15 of them 
which he bought for $3.00 to $5.00 a 
piece. He supplied his friend with the 
best one and then inserted a small ad in 
the classified department of the city 
newspaper announcing that he had old 
spinning wheels for sale. Enough replies 
were received to dispose of every one of 
them at a nice profit. And the customers 
of the dealer were well pleased with the 
idea of turning these relics which they 
no longer used into ready cash. 

Whenever he receives a check in the 
mail from a farmer who has purchased 
dealer acknowledges the payment in a 
letter which reads: “Of course, we are 


(Continued on Page Forty-six) 
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HEY, MAW! LOOK!) 
HAM AN’ EGGS! 


An All-Purpose Concentrate Confuses the Issue 


Bringing healthy little pigs into the world is, after all, Porky’s job. 
It’s what she’s fitted to do and she shouldn’t be wasting her time 
trying to cut in on the hen’s business of laying eggs. That’s why 
it’s plain common sense not to waste money feeding hogs an all- 
purpose concentrate—a mixture that’s also meant for chickens and 
cows. A concentrate that has several different jobs to do can’t be 
expected to make the most out of any one of them. For healthy 
pigs, and plenty of profitable pork it takes a concentrate especially 
prepared for hogs. Doughboy Hog Balancer is made for hogs and 
hogs alone. It is packed with special pork-building proteins, bone 
and blood producing minerals, and all the necessary & 
health-giving vitamins—including ample reproductive WY, 
vitamin E. Help your customers—and yourself—to V/ 
bigger profits. Handle Doughboy Hog Balancer. 

Most Complete and Fastest Service in the Middle West 


NEw RICHMOND ROLLER MILLS Co. 
NEW RICHMOND Since 1887 WISCONSIN 
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Develops Business at Low Cost 


By Issuing Monthly Bulletins 


© Advertising Talks in Farmer’s Language 


IKE a gun, advertising must be prop- 
L erly aimed to bag desirable results. 
The same advertising medium that 
would sell groceries or drygoods might not 
sell tankage, for instance, or chick feed. 
At best, our merchandise interests only a 
specific few. Unless we reach that group, 
our advertising money is wasted. 

After carefully analyzing all avenues of 
advertising accessible to us, we chose direct 
mail contact with a hand picked group of 
customers and prospects, in the form of a 
monthly bulletin, supplemented by an oc- 
casional “extra”. 


Showed Big Increase 

We launched this bulletin in March, 
1937, which month gave us an increase 
of 83 per cent over the same month of the 
previous year. Not that we attribute full 
credit to the bulletin. There was a gen- 
eral shortage of feeds; prices were higher, 
and we had added several new lines to our 
stock.” 

In our bulletins we endeavor to tell 
about our seasonable merchandise, with 
an occasional joke or bit of philosophy, 
and as much helpful and authentic infor- 
mation included as possible. 

We mimeograph these bulletins and 
mail them to some 225 customers and 
prospective customers. As we learn that 
certain of these latter are tied up else- 
where, we drop their names and add others, 
particularly newcomers within the seven 
mile radius we serve. 


Three Cents Per Family 

Clipping the bulletin and addressing ai- 
rectly on the back of the letter sheet it- 
self, saves envelope costs. Each monih’s 
mailing costs us approximately a ream of 
paper at seventy-five cents per ream. 
Stencils, inks, clips, and postage of 1% 
cents per bulletin, bring the total cost to 
between five and six dollars monthly, an 
individual advertising cost of less than 
three cents per family. 

In the initial issue I pointed out the 
new firm name which superceded H. E. 
Seltzer under which the firm had op- 
erated for the past ten years but which 
remained under the same management. 

Our first number was more general in 
content than subsequent issues. It placed 
practically our entire line and service on 
a mental counter, so to speak, before our 
customers. We featured commercial and 
mill feeds, gasoline and poultry equipment, 
brooder stoves, chick feeders, waterers, 
farm machinery repairs in stock, baby 
chicks, salt, ropes, hayforks, manure forks, 
scoop shovels, garden tools and lawn 
mowers. 

Our May issue concentrated chiefly on 
baby chicks. We first advocated a good 
reception for the chicks—brooder house 
clean and disinfected. We stressed peat 
moss as a litter. 
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By R. W. MILLER 


Seltzer-Miller Farm Supply 


In form, as in content, we try to make 
our bulletins readable. Although single 
spaced, we double space between para- 
graphs which are of varied lengths. An 
occasional joke, in quotes, helps break 
the page. Here are excerpts taken from 
some of our bulletins: 


* * * 
“Temperature at the edge of the brood- 


W. MILLER who operates 

® the Seltzer-Miller Farm 
Supply, Elmwood, Ill., has re- 
ceived remarkable results in ad- 
vertising by issuing a mimeo- 
graphed bulletin to a_ selected 
list of farm customers every 
month. In this article he ex- 
plains his plan and discloses 
some of the things he includes in 
the bulletins which are written 
in the language of the farmer. 


er house should be 90 to 95 for the first 
week and gradually reduced each week 
thereafter. Remember, too much heat is 
as bad as not enough. Provide plenty of 
fresh air.” 

* * 

“Tt is a good plan to have grit available 
for your chicks from the beginning. Feed 
it sparingly until they know what it is. 
Sprinkle a little over the mash at first. 
After a few days keep it before them in 
a separate container.” 

ok 

“Have you checked your supply of feed- 
ers and waterers to be sure you have 
plenty for your chicks? You should pro- 
vide at least one inch of hopper space per 
chick and increase it as they grow. Crowd- 
ing never pays. Feeders are quite inex- 
pensive and last a long time if properly 
cared for. We have a full line of feeders 
and waterers. See us for chick equip- 
ment.” 

* * * 

“Marriage is when a girl exchanges the 
attentions of a dozen men for the in- 
attentions of one.” . 

* * * 
Feed Prices Listed 

Occasionally we list feed prices in full 
on the reverse of the first page. We are 
constantly reading poultry and feed jour- 
nals and studying market and feed trends 


in order to glean information which we 
believe will be helpful. Here is an ex- 
ample: 

* * 

“Many people are raising no chicks this 
year, and many, fewer than last year. 
That means less pullets on the farm, with 
fewer eggs next fall and winter. Unless 
all poultry authorities are wrong, we can 
look for higher egg and poultry prices 
next fall. Are you going to benefit from 
them? Our suggestion is that now is the 
time to stick to your guns and raise your 
regular number of chicks this year. Feed 
prices are high now, but it is not long 
until the new crop and you will profit in 
the end.” 

* * 

“As hens slack up on laying they are 
going to be sold quite promptly this year 
on account of high feed prices. As re- 
ceipts increase, prices will tend downward. 
Be prepared. Call us when you have poul- 
try to sell. You'll always find our prices 
favorable.” 

Next to feeds, poultry and poultry 
equipment is our most profitable line. 
That accounts for the continual hammer- 
ing on these points. Not quite a half page 
of our two page May bulletin was devoted 
to other seasonable spring merchandise 
such as garden and lawn seed, garden 
tools, lawn mowers and the like. We also 
stressed a complete poultry ration—start- 
ing, growing and laying mash. We stress 
the fact that the quicker chicks are 
brought to maturity, the quicker they will 
bring returns on their investment. 

Moved Yeast Concentrate 

The August issue was noteworthy for 
two things. First, we took advantage of 
the enormous oats yield in our Vicinity. 
Many a hog had gone on an oat diet and 
we advised the farmer to supplement with 
a yeast concentrate which we handled. It 
was surprising how many of them fol- 
lowed our suggestions and made purchases. 
After listing and analyzing ingredients, 
we told how to mix and feed, and sug- 
gested a trial bag. The August bulletin 
also tied up certain predictions of our 
May issue. For example: 

* * 

“Bring your late chicks to a good mar- 
ket weight. True to my early predictions 
of good prices for poultry this fall, poul- 
try prices have advanced steadily the past 
couple of weeks, being 3 to 5 cents per 
pound higher than this time last year and 
going up, whereas this time last year they 
started the toboggan.” 

* * 

We pay the best possible cash prices for 
eggs. Although practically all grocery 
stores in this area pay higher prices in 
trade, we had consistent advances every 

(Continued on Page Forty-six) 
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@ Here’s a simple way—an economical way—and a 
proven way to get higher hatchability and still main- 
tain flock health during the laying season: By simply 
adding KRACO Dried Cheese Whey in sufficient quan- 
tities to your feeds. 

Anybody can make claims—but it’s proof that counts. 
That’s why it pays to use KRACO in your feeds, for 
KRACO has been proven to increase hatchability. Actual 
feeding tests at leading universities and experiment 
stations (such as Cornell and Ohio State) showed that 
under ordinary conditions hatchability increased greatly 
when dried whey was added to feeds. Kraco is a superior 
Dried Cheese Whey—made by Kraft. 

Here are a few reasons why KRACO increases hatch- 


ability as well as maintains flock health: 


Kraco contains an abundance of important nutri- 
tive elements of milk, including Vitamin G— 
Lactoflavin, essential to hatchability and growth. 

Kraco contains 70% lactose, important for intestinal 
health and for keeping out parasites (anti-coccidiosis). 

And the protein in Kraco is Lactalbumin, a valu- 
able supplement for cereal proteins. 

Wise poultrymen insist on KRACO in feeds. For 
increased profit, be sure there is a sufficient quantity of 
KRACO in your starting, growing and laying mashes. 


Use KRACO for these reasons: 


] Higher Hatchability, Better Flock Health, Greater Growth 
¢. .. because of Kraco’s abundance of important 
nutritive elements of milk, including the Vitamin G 
Complex (made up of Lactoflavin, the anti-dermatitic 
and anti-paralytic factors). 


High Lactose Content — promotes intestinal health, 


K A 0 W 4 EY 2. keeps out parasites (coccidiosis control). 
ga: ; : : In addition, Kraco contains the valuable Lactalbumin 


Lactose 
abundant Vitamin G complex 
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(protein) of high supplementary value, and milk minerals. 


MAIL THIS COUPON for latest scientific data on Higher Hatchability and Flock Health 


Kraft-Phenix Cheese Corp. 
Dept.FB-12 400 Rush Street, 
Chicago, III. 
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INCREASE 
FLOCK 
...and make greater profits! 7 
a 
| 
1 
‘ 1 
ezie 


ISING majestically 726 feet 

above bedrock, Boulder 
Dam is one of the greatest engineer- 
ing feats the world has ever seen. 
Billions of tons of water are held in 
check by its mighty walls. The 
people of three states will depend 
upon it for irrigation, flood control, 
and electric power. 

The steel, stone, and concrete of 
Boulder Dam are visible signs of its 
safety and dependability. You can- 
not see so vividly the safety and 


dependability of NOPCO X X, but 
they are there just the same—put 
there by painstaking care in manu- 
facture, by scientific testing. 

Right now, at the beginning of 
the hatching season, you need a 
dependable Vitamin A & D source 
more than ever. The precision, the 
complete reliability of NOPCO XX, 
the reputation of the firm behind the 
product—these things mean much 
to you and your customers. They 
mean you can sell your mashes, 


As you would 
depend upon 


DAM 


The incubator section of the 
Nopeo Nutritional Laboratory 


OF THE INDUSTRY 


mixed with NOPCO X X according 
to our directions, with the assurance 


that they have been fortified with 


adequate Vitamins A and D. This 
means better satisfied customers and 
more business. 

Learn more about NOPCO XX 
today. A postcard will bring full de- 
tails by return mail. 


NATIONAL OIL PRODUCTS CQ., INC. - ESSEX ST, HARRISON, N. J. 


CHICAGO SAN FRANCISCO 
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Barnhart Gets Customers to Make 
That ‘Extra’ Purchase 


66 HE retail feed dealer who is too 
anxious to get rid of a customer 
and put the money in the cash 

register is passing up a golden opportunity 

for a substantial increase in business,” 
declares Charles H. Barnhart, Barnhart 

& Klingler feed store, Butler, Pa., who is 

using a sales plan that brings “additional” 

business. 

To prove his point, Mr. Barnhart pro- 
duced a sales slip and explained: “This 
farmer came in today for egg mash. He 
had no intention of buying anything else. 
During our friendly conversation, which is 
part of the sales plan, he admitted that 
his hogs did not do so well this year. 
Before he left I sold him some hog feed. 

That ‘Extra’ Sale 

“If I hadn’t discovered several years 
ago that real salesmanship starts when you 
sell a customer something he had no in- 
tention of buying, this sales slip would 
contain only one item instead of two. 

“I stay with my customer and never 
feel that a sale is actually complete until 
I have honestly tried to sell him additional 
merchandise.” 

Mr. Barnhart maintains that in order 
to make additional sales intelligently, it 
is necessary for the feed dealer to get as 
well acquainted with his old and prospec- 
tive customers as possible. 

Calls Pay Dividends 

He is a firm believer in personal con- 
tact. He takes time off at the store and 
goes for a visit with his customers. Mr. 
Barnhart makes his customer’s problem, 
his problem. Together they work out a 
solution. He has never failed to receive 
good dividends from his little trips 
through the country. 

Last spring he met a farmer he had 
tried to sell for more than a year. The 
prospect admitted that he was not getting 
good results with turkeys. 

Mr. Barnhart spent considerable time 
with the farmer and finally convinced him 
that he must use a quality feed in order 
to go to market with quality turkeys. He 
outlined a complete feeding plan and de- 
livered the first order himself. 

Working together, they kept a complete 
record of costs and developments of the 
flock.. On November 1, at the end of the 
fifth month, the farmer entered the store 
worried about the fact that he would 
have $800 invested in his flock of 284 
turkeys by Thanksgiving. 

“How will I ever come out?” he de- 
manded. 

Turkeys Brought Profit 

Mr. Barnhart tried to convince the 
farmer that he should wait for the market 
results. The man left, only partly satis- 
fied. A few days later, Mr. Barnhart per- 
sonally: delivered orders for 16 “Rhanks- 
giving turkeys and found the man‘in’*much 
better spirits. 
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@ Concentrates on Product Instead of Price 


Vudians Complained Cibout This Mill 


Cornog’s Mill, recently demolished, was at one time one of the busiest mills in that section of 
Delaware county near Media, Pa. A legend which dates back to early Colonial times is connected with 
the location of the mill. It is reported that the Lenni-Lenapes Indians living in that locality made 
a complaint through their chiefs to the Colonial fathers that the residue from this mill made the 
water dirty in color and that it was, therefore, unfit for drinking purposes. The mill was built in 
1683 in the time of William Penn and when dismantled was purchased by a prominent Wilmington, 
Del., millionaire for timber to be used in a modern structure. The wood was so well preserved that 
it created a sensation in this part of Pennsylvania when the facts were disclosed. 


Most of the turkeys went to the 
Thanksgiving market at a good price. The 
farmer was unable to fill his Christmas 
orders. He realized a profit of $620. And 
Barnhart & Klingler have a customer who 
will be a walking advertisement for addi- 
tional business in the future. 

Mr. Barnhart also believes that a truck 
driver, properly trained, is the best sales- 
man in the place. He recommends that 
all drivers should be salesmen. 

“The driver should be an observer,” he 
said. “In making deliveries he should see 
the possibilities of additional sales and 
make the sale on the spot or report the 
possibility on his return to the store. 
Much of the Barnhart & Klingler informa- 
tion comes from their delivery service. 
This feature cuts delivery costs to the 
bone. 

Tested Ten Prospects 

To prove the personal contact theory, 
Mr. Barnhart selected ten prospects who 
had never entered his store. He tried 
sending them literature first. This broke 
the ice for a follow-up. He next used the 
telephone on all prospects. Still the de- 


sired results had not been obtained. Then 
came the personal visit. And at the close 
of the campaign he had six of the ten 
prospects buying. 

Mr. Barnhart adds that he is in business 
to sell merchandise and that he forgets 
about prices and concentrates entirely on 
the product and the results it will give. 

For many years Barnhart & Klingler 
carried only quality feeds. Because of 
demands, they added a cheaper grade. To- 
day, Mr. Barnhart claims that he will 
more often sell the better grade feed by 
actual comparison of the two grades. 

“T use every natural faculty of sales- 
manship,” Mr. Barnhart said. “First, I 
have my goods displayed so that the cus- 
tomers can see them. Secondly, I compare 
the best with the second grade, pointing 
out the results that can be obtained 
through better feeding. 

Have Low Credit Loss 

“In this day of keen competition a 
feed dealer, if he desires to be successful, 
must get away from the ‘order clerk’ idea 
and devote his entire time to the actual 
selling of his merchandise. As for credit, 
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LACTOFLAVIN SUPPLEMENT 


Tests at the New York State Agricul- 
tural Experiment Station and at the 
Ohio Agricultural Experiment Station 
have proved that lack of vitamin G 
(Lactoflavin) in a breeder ration may 
be one good reason why eggs do not 
hatch or why, after hatching, the chicks 
are not apt to live and grow as they 
should. 


There is no longer any reason for low 
hatchability due to flavin deficiency. 
FLAYDRY LACTOFLAVIN SUPPLE- 
MENT, a product of Borden scientific 
research, now brings to feed manufac- 
turers a definite, dependable supply of 
Lactoflavin. Added—at low cost to 
either breeder or laying mashes — it 
assures ration requirements for highest 
hatchability and growth. Further, Lac- 
toflavin lowers egg costs through bet- 
ter utilization of all feeds. 


HIGH HATCHES MEAN DOLLARS 


It is the extra chicks your poultrymen 


customers get from a hundred eggs 
that carry the profit. Don’t let them 
lose that money-making extra percent- 
age. With FLAYDRY LACTOFLAVIN 
SUPPLEMENT your mashes will supply 
their hens with ample Lactoflavin to 
insure high hatchability, strong chicks 
from the incubator and a quick start 
when they go under the brooder. 


Write today for additional information 
on actual feeding results. Let us tell 
you how you can supplement your 
regular formula to assure better hatches 
with FLAYDRY LACTOFLAVIN SUP.- 
PLEMENT. 


THE BORDEN COMPANY 
Special Products Sales Division 
350 MADISON AVENUE, NEW YORK, N. Y. 
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FOR 80 YEARS | 
THE GREATEST NAME 
IN MILK 


we stay away from it as much as possible. 
Only a small percentage gets on our 
books.” 

Mr. Barnhart and Karl Klingler, his 
partner, have been in business for 17 
years. They took over the H. J. Klingler 
& Co., feed store that had been estab- 
lished by Mr. Klingler’s grandfather more 
than 70 years ago. The present Mr. Kling- 
ler worked for the old firm and has been 
in the feed business continually for 35 
years. 

Mr. Barnhart started in business as a 
blacksmith. Last November people of 
Butler honored him by electing him to the 
city council with the second highest vote 
in the city. He promised the people a 
business administration. He is an active 
church worker and a member of the Ki- 
wanis club, Butler County Fair association 
and a Building and Loan association. 

As a stimulus to mind and body, he 
recommends that all feed dealers take an 
active interest in their community affairs. 
@ HENRY S. BREWER, 76, who oper- 
ated a feed mill at Springwater, N. Y., for 
several years died at his home November 
11. He was active in civic affairs, serving 
as town supervisor, justice of peace and 
assessor on various occasions. 


EMPLOYMENT BUREAU 


A complimentary, confidential service— 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


Manager of farmers elevator or feed store. 
Operated own business for 15 years. Has had 
good deal of resale work in rural districts. 
4 a married, six children. Refer to No. 


Manager or salesman of flour, feed or general 
merchandise store, 15 years’ experience in selling 
feeds and managing branch stores. Age 36, 
married. 6 children. Can furnish good refer- 
ences. Refer to No. 1072-A. 


Manager of feed store. Employed at present 
but seek change in location. Able to produce 
results and get a lot of work done in a short 
we 25, married, 2 children. Refer to No. 


Elevator manager or feed salesman. Experi- 
ence in handling cooperative elevator affairs 
also livestock and shipping. Thoroughly ac- 
quainted with grain and feed trade. Age 48 
years, married, one child. Refer to No. 1172. 


Sales, office or management position in mill- 
ing business. 25 years’ experience. Excellent 
references. Age 55, married, one child. Refer 
to No. 1173. 


University Graduate wishes position as ac- 
countant, auditor or executive. Excellent refer- 
ences. Age 35, married. Refer to 1201. 


POSITIONS AVAILABLE 
Salesman. Iowa and Illinois territory for 
well known feed ingredient manufacturer. 
opportunity for right man. Refer to No. 1173A. 


Salesman. Wanted, salesmen to sell chicken 
mite killer as a side line. Liberal commissions 
and exclusive territories open. Refer to No. 
972A. 


Salesman of feed mill equipment to repre- 
sent established firm’ with complete line in 
Eastern Indiana and Western Ohio. Applicant 
need not handle line exclusively but should be 
well acquainted with operation of equipment 
and should be engineer enough to be able to 
suggest possible installations. Refer to No. 971A. 


Assistant sales manager. Attractive proposi- 
tion for live young man. Southern district. 
Refer to No. 1171A. 


Salesman to sell full line manufactured feeds 
in Pittsburgh, Washington, and Northern Ohio 
territory. Must know poultry and cows. Give 
age, experience and previous earning capacity. 
Refer to 1271A. 
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FORALL NEEDS-ASSURED 
ween throvgho 


Exeelsior Mills Have 


Operated Consistently 
For 75 Years 


XCELSIOR MILLS is snugly fitted 
EK into the side of a rock wall in one 

of the many small gorges that dot 
the Finger Lakes region of New York 
state. For around 75 years this mill has 
filled Caroline valley with the hum of in- 
dustry and at the presént time its wheels, 
run by water power, are grinding out grist 
to the tune of between $45,000 and 
$50.000 per year. 

The history of this mill is interwoven 
with the development of the township and 
many names prominent locally are con- 
nected with its growth. 


Started by 'ohn Cantine 

General John Cantine of French Huge- 
not ancestry was paid off after the Revo- 
lution with a large tract of land lying in 
a south-easterly direction from the head 
of Cayuga lake. One of the first white 
men to enter this section, Cantine saw the 
value of the abundant water power and 
the family soon had running a small, 
flourishing mill. It stood on the opposite 
side of the stream from the present struc- 
ture. The Cantine mill was later pur- 
chased by William Mott and burned about 
1860. The site then became the property 
of Miles Landon who put up a saw-mill 
and laid the beginnings of a new grist 
mill. The ensuing history reads more like 
fiction than fact. 

A man, George White by name, owned 
a hotel in Green Bay, Wis., and he wanted 
to own and operate a mill. He rented his 
hotel with the understanding that after a 
year, if satisfactory, the occupants would 
buy the place. He came to Caroline valley 
and with the prospective money from his 
hotel as collateral, he borrowed enough 
money to build a mill on the site which 
he had purchased from Landon. The 
mortgagor was Frank Cornell, son of Ezra, 
founder of Cornell university. 


Fire Ruined His Plans 

The mill erected and in good order, 
White prepared for the sale of his hotel 
only to have it burn to the ground shortly 
after his fire insurance had lapsed. With 
no funds therefore to carry on, the mill 
was taken over by the Cornells and after 
several transactions became the property 
of Frank Vorhis in 1897. It was Mr. 
Vorhis who built the present dam and the 
Vorhis family retained ownership until the 
mill was sold in 1921 to Harry C. Whit- 
lock who, for the past 16 years, has been 
its successful operator. 

The framework of the mill is of huge 
pine timbers. When Miles Landon sold 
the site to White, he also contracted to 
supply him with 18 timbers 40 feet long 
and 12 inches square and to deliver one 
a day. He would go out alone each morn- 
ing with a team of oxen, fell the tree and 
deliver the timber in the afternoon. 
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It was White who built in the most 
unique and profitable feature of the mill. 
It was his idea that instead of a wooden 
flume that would rot and necessitate re- 
placement, he would hew out a rock tun- 
nel through which the water would enter 
from the race and be conducted by pipe 
to the water wheel. 

The skepticism of his friends in no way 
altered his purpose and so today the water 
from the race goes into a wheel pit that 
was hewn out of solid rock, most of the 
work done by hand. The pit is about 100 
feet deep and measures approximately 20 
feet across. The water comes from the 
race through a hole in the side wall of 
the pit, directly into a pipe and down 
this to the wheel, a LaFell, with 18 inch 
turbine and 38 foot head. The wheel was 
installed three years ago at which time a 
belt drive replaced the old cog gears. 

Original Elevator Shaft 

The original pine elevator shaft is used 
and all grain purchased by the mill for 
making its own products is unloaded on 
the outside into a conveyor, thereby to the 
elevator and up to storage bins on the 
third floor. 

The sifter and cleaner has been in use 
for many years as has most of the ma- 
chinery. Trays are used for sifting. 

The business is all within Tompkins 
county. Under its own brand name the 
mill puts out three grades of laying mash 
—Excelsior Mills laying mash, Excelsior 


@ GEORGE S. TERRY CO., INC., 
Brockport, N. Y., has taken over the op- 
eration of the Dailey elevator and is re- 
modelling the plant and installing new 
machinery. 


@ A. L. FLANAGAN, Fraser-Smith Co., 
Milwaukee, Wis., has taken on the exclu- 
sive agency for the J. E. barley huller, a 
pearling machine which he now has ready 
for distribution. 


@ FRANK JANSKE, manager, Algoma 


Farmers Cooperative Co., Algoma, Wis., 
is enjoying a vacation in Florida. 


@ TONY CESSLINSKI is operating the 
Atwater elevator, Atwater, Mich., former- 
ly owned by his brother, John, who passed 
away recently. 


@ WOLCOTT MILLING CO., which for 
years has operated a flour mill at Fenton, 
Mich., has sold its property to the village 
for a community center and has pur- 
chased the building at Argentine, Mich., 
known as Stiles mill. It will be remodelled 
and placed in operation. 


For 75 years this mill, jutting from a beautiful 
hillside in New York state, has steadily ground 
grist for its community. The scene below shows 
the picturesque dam and the churning water 
which turns the mill wheel. 


Mills Super-Breeding Laying Mash and 
Excelsior Mills Starting and Growing 
Mash. The mill also puts out its own 
special grist. A growing favorite in grist 
is made by grinding the corn, cob and all. 

In 1921 Mr. Whitlock paid for the mill 
property itself and two adjoining lots and 
houses, a sum of $10.000. Since the pur- 
chase about $6,000 in repair work has 
been done. It is all paid for and last year 
the gross income was something over 
$47,000. 

Mr. Whitlock is a shrewd executive and 
no opportunity is overlooked to improve 
business methods and service. Every ef- 
fort, too, is made to maintain and con- 
stantly improve the quality of product 
sponsored by Excelsior Mills. 


@ AUBURN BEAN & GRAIN CO., Au- 
burn, Mich., has completed many addi- 
tions to its plant including the erection 
of a new warehouse. The business is 
owned and operated by James B. Sullivan. 
@ DON E. LONG and C. W. GREEN 
have opened a feed business at Eaton 
Rapids, Mich., and are operating as the 
Farmers Warehouse. 


HASLETT ELEVATOR CO., Haslett, 


Mich., recently completed the construc- 
tion of a new office building adjacent to 
its plant. 


@ ALFRED CHICKERING has pur- 
chased the McQueen elevator, Belding, 
Mich., from Robert G. Palmer who for- 
merly operated as the Belding Coal & 
Produce Co. 


@ M. H. COLE, who for many years, 
served as superintendent for McLaughlin 
Ward & Co., Jackson, Mich., has pur- 
chased the Kuhn elevator, Gregory, Mich., 
and will operate it under the name, Greg- 
ory Farmers Elevator Co. 


— 
“4 
. 
1 
e 
| 
— 
e25¢ 
- 


Merry 
Christmas 


Archer-Daniels-Midland Co. 


Feed and Grain Merchants 


W. M. Bell Co. 


Grain Commission Merchants 


Roy I. Campbell 


Commission Merchant 


Franke Grain Co. 
Feed and Grain Merchants 


Johnstone-Templeton Co. 


Grain Commission 


P. C. Kamm Co. 


Grain Merchants 


Chas. A. Krause Milling Co. 


Famous Badger White Hominy Feeds 
Brewers’ Cereals—Table Corn Products 


LaBudde Feed & Grain Co. 
Barley Receivers—Shippers Corn, Oats 


J. V. Lauer Company 


Commission Merchants 


Mohr-Holstein Commission Co. 


Shippers and Receivers 


Munkwitz Realty & Investment Co. 
Building Management 


G. W. Winston Co. 


Grain Futures 


MILWAUKEE GRAIN & STOCK EXCHANGE 
The Market of Personal Service Established 1858 
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Lem Jones Learns True Meaning 


Of Christmas From Mickey | 


®@ Office Boy Gets Into Trouble and Out 


T WAS beastly cold. Lem Jones, pro- 

prietor of the Hickory Grove feed 

store, stood on the warehouse plat- 
form blowing warm air on his cupped 
hands as he watched Mickey, the office 
boy, help Hodge Peters load several sacks 
of egg mash on his truck. 

The job finished, he retreated to the 
comfortable chair at his desk beside the 
stove with Mickey trailing at his heels. 

Lem was in a surly mood. Business had 
fallen off and one of his best customers 
had suddenly shifted all of his orders to 
a competitor in the neighboring town. 
Mickey winced at the cold manner in 
which Lem had greeted Hodge Peters and 
the silence he maintained while the truck 
was being loaded. 

Collect Those Bills 

“Tf business keeps falling off the way it 
is,’ he growled, “we aren’t going to have 
any Christmas. I can’t understand why 
that gang of farmers around Rio Creek 
suddenly let me down. They were good 
‘for at least a carload of feed among ’em 
every month.” 

Mickey stood at Lem’s elbow with a 
blank expression on his face. 

“If you were some good around here,” 
the boss boomed, “‘you’d be trying to get 
new customers instead of wasting your 
time gathering up and fixing those old toys 
in the corner of the warehouse. Remem- 
ber, young fellow, that you have to try to 
make a Merry Christmas for us here be- 
fore you start thinking about anybody 
else. 

“Look at all these bills piled up here,” 
continued Lem, bringing his palm down 
with a bang. “Instead of paying what 


they owe these dead beats go around buy- ° 


ing a lot of foolish things for Christmas. 
How in blazes can I even buy a Christmas 
tree with so much of my money tied up.” 

“But,” intercepted Mickey. 

Joe Klug on Spot 

“IT don’t want any of your advice,” 
thundered the Hickory Grove feed store 
boss, as he selected one of the bills from 
the stack on his desk. “Here is that 
blankety-blank Joe Klug. Owes me $21.00 
for feed for a year. Now, you go out and 
collect that money or else I’m going to 
give it to the lawyer.” 

Mickey accepted the statement, folded 
it and stuffed it into his coat pocket as he 
disappeared through the doorway leading 
into the warehouse. Two days later Lem 
Jones called him back into the office. 

“Did you get that money from Joe 
Klug?” he asked, looking the very replica 
of Scrooge as he stared coldly at his office 
boy. 

“No, sir,” replied Mickey . 

“Give that bill back to me,” ordered 


Lem. “I’m sending it up to the lawyer 
right now.” 
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By EMIL J. BLACKY 


“Don’t do that yet,” pleaded Mickey. 
“T went to his house yesterday but he 
wasn’t home. I talked to his wife and I 
am sure we can get at least $5.00 on the 
bill when I see Mr. Klug tomorrow.” 

‘“‘Wa-al,” compromised Lem reluctantly. 
“Tl give him another chance, but if he 


ICKY and LEM JONES 

are back again and, as 
usual, in trouble. Read how they 
solve their difficulty this time 
and watch for more interesting 
articles about them in future 
issues of The Feed Bag. 


doesn’t pay I’ll put the law on him sure.’ 

The thermometer was hovering sil 
zero when Lem thrust his bony frame into 
his office door on the following morning. 

Mickey Absent Again 

“Ts Mickey late again?” he inquired 
icily. “Just for that he doesn’t get one 
nickel for a Christmas bonus.” 

The warehouse man who was checking 
over some orders interceded. 

“Probably he’s calling on Joe Klug 
to collect that bill he told me about yes- 
terday,” he said. 

Lem Jones dismissed the information 
with a decisive “humph” that expressed 
doubt whether the office boy would re- 
turn with a nickel. 

The hands of the clock crawled slowly 
past the lunch hour with Lem becoming 
more furious every minute because 
Mickey had not yet returned. Suddenly 
the office telephone jingled. 

“Mr. Jones,” sounded a voice, unmis- 
takably that of the office boy. “This is 
Mickey. I am still at the Joe Klug home 
down in Rio Creek. He wants to give you 
some money and if you will come to his 
house he would like to make some written 
agreement with you to pay up the 
balance.” 


Lem, visioning the collecting of a few 
dollars, thought for a moment and then 
replied: 

“All right, I’m coming right over, but 
tell Klug I don’t expect to make that trip 
for nothing.” 

Visits the Klug Home 

The zero air crackled about Lem Jones’ 
1930 model sedan as he plowed through 
the snow down the road leading to Joe 
Klug’s house. As he swung into the yard, 
he was astonished to see at least 20 auto- 
mobiles parked about. 

Mickey, dressed in a Santa Claus suit, 
and several Rio Creek farmers came out 
of the house to greet him as he pulled 
himself from behind the wheel. 

“What in the blazes is going on here?”- 
he questioned. 

Neither of them spoke and, taking Lem 
by the arm, they led him into the house. 

The sight that greeted Lem as he en- 
tered the living room made something 
within him click. Gathered in a circle, 
their faces beaming, were Klug’s eight 
children. Toys of every description sur- 
rounded them. 

Merry Christmas, Lem 

Lem Jones stood petrified but was sud- 
denly shaken out of his trance by the 
shouts of “Merry Christmas” from the 
group of farmers and their wives. Grub 
Hartwell, Rio Creek’s largest feeder, ad- 
vanced to Lem. 

“We certainly appreciate your sparing 
Mickey’s time to arrange this Christmas 
party, Mr. Jones,” he said. “The Klugs 
have certainly had a lot of hard luck the 
past year and it would have been a pretty 
sad Christmas for them if it hadn’t been 
for your store and Mickey getting to- 
gether all those old toys and inviting us 
over. And from now on me and the neigh- 
bors are buying all of our feeds from 
you.” 

Lem stuttered and gasped but composed 
himself and said: 

“Don’t mention it at all. My customers 
are my friends and Mickey and I are 
always glad to help them.” 

As he spoke these words he cast an 
affectionate glance at Mickey, who was 
tearing up a bit of paper which Lem cor- 
rectly guessed was the Klug bill. And be- 
neath the Santa Claus mask that Mickey 


wore he saw the happy office boy wink 
knowingly. 


oe 
++ 


@ A. O. CARTER has closed out his feed 
business at Martinsville,-Ind., and will 
devote his interests to trucking and stor- 
age. 


++ 


@ LEWIS V. CRAIG has purchased a 
half interest in the McCorkle elevator, 
Flora, Ind., and the business is now being 
operated as the Flora Grain & Coal Co. 
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Banner Grain Co., Inc. 
Milling Wheat and Coarse Grain 


A. G. Bemmels Co. 
510 Hodgson Bldg.—Millfeed_ 


Bunge Elevator Corp. 
Grain— Any Grade, Quantity or Time 


Cereal Grading Co. 


Grain Merchants 


Wayne Fish & Co. 
Feed Ingredients—Binder Twine 


J. A. Forrest Company 
Wholesale Flour and Feed Merchants 


Fruen Milling Co. 
Dairy Feeds 


Walter Haertel Products Co. 
Feed Products 


Hiawatha Grain Co. 
Grain and Screenings 


MERRY CHRISTMAS 


Or ALL the old festivals, Christmas awakens the 


strongest and most heartfelt associations. We of the 


Minneapolis Market herewith join in extending to 
all our most sincere greetings. May your Christmas 
be the merriest and happiest ever and may you 


continue to enjoy all of the good things in life. 


R. R. Howell & Co. 
Mill Machinery and Supplies 


I. S. Joseph Co., Inc. 
Mill Feed Merchants 


Kantar Feed Co. 
208 Corn Exchange 


Maney Bros. Mill & Elevator Co. 
All Feed Ingredients 


Midland Hay & Feed Co. 
Hay and Millfeed 


Mullin & Dillon Co. 
Corn—Oats—Barley—W heat 


North East Feed Mill Co. 


Ground Oat Groats—Low Fibre Content 


Reliance Feed Co. 
Millfeed Jobbers 


Russell Miller Milling Co. 
Occident Flour and Feeds 


A. L. Stanchfield & Co. 
Feeds—“Stand by Stan” 


MINNEAPOLIS 


The Primary Market for Feed, Grain and Machinery 
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Good Delivery System Keeps Kiest 
Abreast of Chain Stores 


OR 26 years Henry Kiest has been 

selling feeds at Knox, Ind., under the 

name of Kiest Milling Co., and for 
18 years of that time John Edwards has 
been working for him. There are also sev- 
eral other employes besides, fer the reason 
that the business has grown. With the 
feed mill and store going nicely, Mr. Kiest 
took on other lines including seeds, poul- 
try and egg dealing, and even fishing 
tackle. In one room over the feed store 
Mr. Kiest makes a fishing reel that is sold 
all over the country through jobbers. But 
it is the feed business that is still in the 
majority and which occupies more of Mr. 
Kiest’s attention than anything else. 

“It looks to me as though there are 
government rulings along with chain store 
competition and other things that would 
put the small feed dealer out of business, 
but we’re still here,” said Mr. Kiest. 

Good Delivery System 

Then he told of his delivery system 
which is one thing that holds competition 
from the chain stores somewhat at bay. 
These stores may sell for less money, but 
they find it impossible to go out over the 
country and win good will with real serv- 
ice, so Kiest’s plan means volume for the 
feed store and the mill. 

“We have two good trucks in service all 
of the time,” said Mr. Kiest as he looked 
after matters in his very orderly office.” 
There is the smaller one with the plat- 
form body for making light deliveries 
around town, and then there is a big one 
that makes the country runs, and that 
brings in new supplies. Three days a week 
in the winter it goes over regular routes. 
In the summer it goes out as many as five 
days. We don’t have all the orders in 
advance. We have some of them, of 
course, but mostly it is like a huckster’s 
run, it peddles as it goes. The people 
know when the truck is coming, and that 
it will have practically anything they need. 
That way we keep pretty busy.” 

And so, busy it is around the Kiest 
Milling company’s place in Knox, a coun- 
ty seat city of 1800 population. Business 
extends all the way from the alley in the 
middle of the block over to the street at 
the north, for little by little through the 
years Mr. Kiest has been acquiring the 
properties. They were mostly frame store 
buildings each of which had living quar- 
ters overhead. But the main building still 
is the one in which the business began 26 
years ago. This one is occupied by the 
feed mill in the rear, store at the front 
and the office which is in a one-story 
addition. 

Upstairs, besides the room for fishing 
reel manufacture, are hoppered bins for 
feeding the mill equipment, like the ham- 
mer mill, sheller and grader and the one- 
ton mixer. Mr. Edwards, the long-time 
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e Makes Nationally Known Fishing Reel 


employee, is in charge of the mill that 
makes up rations according to customer 
requirements. For regular commercial 
mixtures, Mr. Kiest prefers to merchan- 
dise feed produced by one of the big 
manufacturers and enjoys a good trade 
on it. 


Just as Mr. Kiest one time made the 
fishing reel to suit his own ideas, so has 
he done other things to make work easier 
and more quickly despatched. On the 
north wall of the feed store is his own 
rapid calculator. He made it all with pen 
and ink and hours and hours of toil, but in 
the long run he has saved plenty of time 
and trouble and this computator is a 
pleasing thing for customers. They them- 
selves can see almost at a glance how 
much their totals are when paying certain 
prices for certain amounts of feeds and 
other supplies. 


Feed In Barrels 
Favorite containers in the feed store 
for feedstuffs are steel barrels with their 
heads out, nice price tag holders attached, 
and with the insides of the barrels being 
painted a pure white. Besides there are a 
lot of convenient wooden bins. 


“Chain grocery stores and their com- 
mercial feed departments can be a real 
menace to the feed store in the small 
city,” says Mr. Kiest, “for the reason that 
their feeds are sold on such close margins. 
Feeds are used so much for leaders, or as 
mere bait te get the people in. Then with 
the prices looking so low, quality not con- 


sidered, the public imagines that the regu- 
lar feed dealer is taking too big a profit 
and tells him so. All that is troublesome 
to the feed man but in the end, if he 
sticks to it and gives quality service, he 
wins.” 

Mr. Kiest is an example of the winner. 
To give service his two fine-looking deliv- 
ery trucks are ever on the move. The 
buildings he occupies may be the old- 
fashioned kind, but they have nothing but 
good order and cleanliness within them. 

“You musn’t have things too sophisti- 
cated or farmers will think you’re making 
too much money,” Mr. Kiest suggested 
with a smile. 

However, the Kiest Milling Co. place 
is a neat, orderly place to visit, for it 
seems to have everything a feed store 
needs, and its service is top notch. 

@ CARL WILLIAMS and his son, Del- 
bert, have opened the Williams & Son 
Feed Co., Morrocco, Ind. 

@ HARRY I. McNEW has opened a new 
feed store at Raysville, Ind., on U. S. 
Highway No. 40. 

@ UHLMANSIEK’S feed and ice store, 
Rising Sun, Ind., has installed a new feed 
grinder and mixer. 

@ GLEN H. SUNDERLAND has opened 
a new feed and seed store in the Albright 
building, Newton, Ill. 


In Business 


Since 1867 


This mill at East Fultonham, Ohio, has been in continuous operation since 1807. For 62 years it has 
been operated by John W. Weller, now almost 80 years old. In the beginning Mr. Weller had a partner 
who sold out his interest — 14 years. John F. and Roland H. Weller, sons of the elder Weller, now 
assume all of the work, although their father is still the guiding spirit. They make and handle all kinds 
of feed and flour and stock a complete line of poultry remedies. Their products are sold widely in 
Muskingum, Morgan and Perry counties and the mill is now modernized with electrical equipment. 
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Watch For 


feed Bag 
ANNUAL 


FEED BUYERS GUIDE 


“Reference Book of the Feed Industry” 


y Containing articles explaining the source, uses and value of every known 


feed and feed ingredient—and list of suppliers. 


Presenting a complete directory of supplies, equipment and machinery 


used or handled by the feed industry. 
¥ Many pages of charts, tables and other valuable statistical information. 


y¥ Complete, practical explanation of an accounting system for retail feed 


dealers prepared by an expert in the field. 


JY Beautifully printed, heavy cover, plastic binding, convenient size, easy 


to read with modern typography and good paper stock throughout. 


y An entirely new and separate year book—will not replace any monthly 


issue of The Feed Bag (magazine). 


Che feed Bag Annual 


741 N. MILWAUKEE ST. 


MILWAUKEE, WIS. 
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Greene Has Served 
As Feed Salesman 


For 54 Years 


By LOUIS E. THOMPSON 


Secretary, Eastern Federation of Feed Merchants 


F SALESMEN are generally called 

“knights of the road” first and highest 

honors should go to Z. K. Greene, 
representing the Corn Products Sales 
Co. in southeastern New York and north- 
ern New Jersey. He has been calling on 
feed dealers in this territory for more 
than 50 years and despite physical handi- 
caps is still going strong. 

Pleased to Meet Him 

I first met Mr. Greene in a North 
Jersey feed merchant’s store. 

“Shake hands with a real old timer,” 
said the dealer, motioning toward a gentle- 
man of dignified carriage and quiet de- 
meanor who was standing in the ware- 
house. 

Mr. Greene’s handclasp was friendly 
and full of vigor but, surprising to me, 
he spoke no word of greeting. I men- 
tioned that I was associated with the 
Eastern Federation of Feed Merchants 
and that I considered it a privilege to 
make the acquaintance of one who had 
spent so many years with the trade. 

Has Artificial Larynx 

It was not until the merchant had been 
called into his office and the two of us 
stood alone in the warehouse that he 
spoke. He stepped near to me, deftly held 
a small instrument in front of his chest, 
put a tube in his mouth and spoke with 
great clearness and apparently without ef- 
fort. Mr. Greene was using an artificial 
larynx which science had substituted for 
him following an operation which deprived 
him of his vocal chords. 

“T think a trade association is a fine 
thing,” he said. “Every feed dealer should 
belong to it.” 

His voice seemed to come from a dis- 
tance but the enunciation was clear and 
convincing. As he spoke he noticed the 
look of curiosity on my features and here 
is what he told me in his own words about 
his half century as a true “knight of the 
road” and a few extra years thrown in 
for good measure: 

“T was born in Chester, Orange county, 
N. Y¥. When I was five years old my 
family moved to Washingtonville, N. Y., 
where I grew up and learned the black- 
smith trade, working at it for five years. 

Started Selling in 1884 

“On June 1, 1884, I was offered a posi- 
tion as a traveling salesman for a large 
Chicago grain concern and was given a 
territory covering southeastern New York 
and northern New Jersey with headquar- 
ters in Middletown, N. Y. I continued 
with them until their retirement from 
business 16 years later. I then took a 
position with Howell & Webster, jobbers 
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in grain and millfeed in Middletown and 
remained with them until their retirement 
25 years later. 

“During the early years of my career 
there was nothing to sell but corn, oats, 
bran and middlings. But soon after my 
connection with Howell & Webster, the 
New York Glucose Co. opened its plant 
in Edgewater, N. J., and under the sales 
management of R. P. Walden they were 
given the sales agency for Globe gluten 
feed in their territory which was the same 
I had always covered. That was back in 
1902. 

Farmers Were Skeptical 

“Mr. Howell was one of the best wheat 
feed specialists that I had ever known, so 
leaving that to him I gave my attention 
to the introduction and sale of gluten 
feed. This was not so easy because the 
farmers thought it was impossible to take 
anything out of a kernel of corn and have 
a better feed remaining. 

“When the New York Glucose Co. was 
merged into the Corn Products Refining 
Co. in 1906 we were given the popular 
buffalo corn gluten feed and Diamond 
corn gluten meal to sell. After the retire- 
ment of Mr. Howell in 1925 I was made 
selling representative for this territory by 
the Corn Products Refining Co. and am 
now in my 54th year of continuous em- 
ployment in this field in some cases sell- 
ing to the third generation of dealers. 

Learned to Talk Twice 

Through a surgical operation in 1931 
I was deprived of my vocal chords and 
obliged to breathe through a silver tube in 
my throat to which I can attach an arti- 
ficial larynx to provide the power of 
speech. This was a major calamity. Like 
a child, I had to learn again to talk by 
using an instrument. In this I have suc- 
ceeded and continue to travel over my ter- 
ritory finding it no handicap as far as 
salesmanship is concerned, but I am sure 
I could not have accomplished it had it 
not been for the splendid loyalty shown 
by Mr. Walden and his associates in the 
Corn Products Refining Co. 

An Inspiring Character 

“When I started on the road the Erie 
railroad was operating its trains with hand 
brakes. I have covered my territory with 
horse and buggy. trains. bicycles and now 
with an automobile. All my experiences 
would fill a book. In my early days I had 
no time for games or sport. therefore I 
have no hobbies except to have fun with 
my customers through an exchange of 
‘Sunday school stories.’ My motto has 
been ‘what can I do for you’ and ‘not 
what can I do to you.’ And incidentally 
I have raised a family of six children.” 

Meeting Mr. Greene was an encourag- 
ing experience. I shook hands again with 


Z. K. GREENE 


him and I left the New Jersey mer- 
chant’s store with a feeling of admiration 
for his courage and with a desire to keep 
on battling for success no matter what 
catastrophe may intervene. 


@ FRED MILLER, is constructing a 


new feed mill near Reese, Mich., and 
will install machinery. 


@ RUSH TAYLOR is constructing a new 
feed mill at Munson, Mich., and is install- 
ing a hammer mill and Diesel engine. 

@ FRED CORNAIR has moved his feed 
grinding machinery into the Wright ware- 
house, Owosso, Mich., which he purchased 
along with a coal shed and will continue 
his feed and coal business at that location. 


PHILIP ORTH, SR. DIES 

Philip Orth Sr., founder of the Ph. 
Orth Co., Milwaukee, Wis., died at his 
home Noventber 15 at the age of 92. He 
started a feed and grain business in 1878. 
His son, Philip, Jr., is president of the 
National Association of Flour Distrib- 
utors. 


MANUFACTURERS ORGANIZED 

J. Wesley Jones, Statesville Flour Mills 
Co., Statesville, N. C., was elected presi- 
dent of the newly organized North Caro- 
lina Feed Manufacturers association at a 
meeting held recently at Raleigh, N. C. 
Gordon Maxwell, Goldsboro Milling Co., 
Goldsboro, N. C., was chosen vice presi- 
dent and M. H. Stewart, Greensboro, N. 
C., was named secretary and treasurer. 
Elected to serve on the executive commit- 
tee were Enoch Wilson, Newton Grove, 
and John C. Watson, Watson Feed Co., 
Greensboro. The association agreed to 
take into membership all firms doing busi- 
ness in the state regardless of whether or 
not they manufacture their products in 
North Carolina. Annual dues were set at 
not more than $10.00. Tightening of feed 
laws and improvement of the standards 
set for mixed feed materials will be part 
of the program of the organization. 
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BRING THEM 
BACK TO 
BUY AGAIN 


You want your customers to repeat their orders, 
without having to sell them time after time. VI-TEST 
Cod Liver Oil gets the results they want—brings them 
back to you—again and again. 


“Vi-Test 400” is our 
Fortified Cod Liver Oil; 
guaranteed minimum 3,000 
U.S P. XT units of Vitamin 
A and 400 A.O.A.C. chick 
units of Vitamin D per 
gram. 

@ For growing chicks, all 
you need is two pounds of 
“Vi-Test 400” in a ton of 


“Vi-Test 100” is our 
Straight Cod Liver Oil; 
guaranteed 1,000 U.S.P. XI 
units of Vitamin A and 100 
A.O.A.C. chick units of 
Vitamin D per gram. 

@ For growing chicks all 
you need is eight pounds 
of “Vi-Test 100” in a ton 


mash. of mash. 


All testing is done in our own Bio- 
logical Laboratories in New York, on 
white rats and chickens, according to 


OLD PROCESS 


37% LINSEED MEAL L-TEST 


P I At a S B U R G H Boost your sales, get your customers’ repeat business and 
PLATE GLASS COMPANY 


increase your profits with VI-TEST. Write now for interest- 
601 West 26th 
Linseed Oil Division Milwaukee, Wisconsin Street GUNNING ¢ GUNNING| NEW YORK 


ing literature and prices. 
15 Years of Cod Liver Oil 


The entire personnel of the Stratton Grain Co. joins in 
wishing you a Merry Christmas and a Most Happy and 
Prosperous New Year. It is our earnest desire to render 
the best possible service at all times and we are heartily 


grateful for your past patronage. 


— DISTRIBUTORS OF — aS 


Gunning Vitest 400 Fortified 
and Vitest 100 Cod Liver Oil. 
Clinton Gluten Feed, Clinton Gluten 
Meal, Clinton Soybean Meal, Clin- 
ton Corn Oil Cake Meal, Black 
Granite Grits, Malt Sprouts, Mill 
Feeds, Oil Meal, Onyx Dried Grains, 
Brewers Dried Grains, and ALL 
GRADES OF GRAIN. 


STRATTON GRAIN CO. 


Grain & Stock Exchange @ Milwaukee, Wisconsin 
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Public and Business Must Cooperate 
To Maintain True Democracy 


© Government Should Serve 


T SEEMS foolish for politicians. of 

both high and low estate to talk as 

if there were a conflict between busi- 
ness and the people. That is like the old 
fable of a war between a man’s right hand 
and the rest of his body. Business is an 
integral part of everybody’s life. The 
farmer and the employee are just as defi- 
nitely business men as the manufacturer 
or the banker. 

A couple of years ago at a dinner in 
honor of the Minnesota football team and 
its coach, Major John L. Griffith, commis- 
sioner of athletics for the so-called “Big 
Ten”, spoke on the philosophy of sports- 
manship. As I thought about what Major 
Griffith said, I began to wonder if his 
analysis of good sportsmanship was not 
really an answer to many of the problems 
of business in our democracy. 


Playing the Game 

Sportsmanship means playing the game 
to the best of one’s ability but always 
according to the rules. The rules which 
govern all forms of sport are based on 
fair play to the other fellow and in the 
long run these rules are made by the 
people who take part in the sports. 

Almost exactly the same definition can 
be applied to democracy. Democracy is 
simply playing the game of life according 
to the rules made by the people them- 
selves. 

Government Is Umpire 

In a democracy government is the um- 
pire. It is the umpire’s duty to call the 
strikes and balls and outs exactly as he 
sees them or to impose penalties in foot- 
ball for infractions of the rules as he sees 
them, or as they are called to his atten- 
tion by the other duly appointed officials. 
There are cases where he can send play- 
ers off the field for conduct grossly preju- 
dicial to the game. The umpire cannot, 
however, change the rules to suit himself. 
He cannot suddenly invent a new rule in 
order to protect one team from being 
scored on by fair means. Above all, he 
cannot expect to hold his job if his de- 
cisions are influenced by the shouting of 
the crowd. The rule book for each sport 
is its constitution, binding alike on the 
players and umpire. 


Life Is Like Sport 

American sport is like American life in 
that it is not regimented. A winning foot- 
ball team must be well coached, but vic- 
tory comes above all from the blending of 
individual effort, and of individual quick- 
thinking, into good teamwork .. . 

It seems to me that American business 
has learned much from the spirit of Amer- 
ican sport but there is still much that it 
could learn to advantage. We in business 
have found that we must play the game 
according to the rules. To a large extent, 
those are rules of our own making. We 
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By DONALD D. DAVIS 


President, General Mills, Ine. 


have obligations as business men far in 
excess of any formal requirements of law. 
No act of congress tells us that we must 
give our customers the greatest possible 
value at the lowest price compatible with 
sound business practice and yet that has 
come to be understood as one of the rules 
of the game. No federal or state law says 


_ radio address published 
herewith in part was deliv- 
ered by Mr. Davis, president, 
General Mills, Inc., Minneapolis, 
Minn., November 27, over the 
Columbia Broadcasting System. 
It was the fourth of a series of 
talks by prominent business lead- 
ers to cite the contributions of 
industry to the American stand- 
ard of living. 


that our employees must take pride in 
their jobs, and yet we all realize that these 
are rules which we ourselves have made 
and according to which we must all play. 
Both Must Cooperate 

These rules of the game, this spirit of 
sportsmanship which is based on the sense 
of fair play must control all the relation- 
ships between business management and 
the people whom business serves. The 


@ L. A. FRIEDLINE, proprietor, Com- 
munity feed store, DuQuoin, Ill., has 
moved into his new building located at 
10 S. Walnut street. 


@ WALTER and LEO FOLK, Folk Bros. 
feed mill, Bradford, IIl., will operate the 
General stores in Bradford, Galva and 
Sheffield which were formerly known as 
the Gamble stores. 


@ WILLIAM C. SCHRYVER has pur- 


chased the Lloyd Kroh feed mill, Sterling, 
Ill. 


HEAR ABOUT FEEDS 


Members of the Rotary club attending 
a luncheon at the Arlington inn, Water- 
town, N. Y., held recently, were impressed 
with the vastness of the feed industry by 
Fred M. McIntyre, Potsdam Feed & Coal 
Co., Potsdam, N. Y., who addressed the 
group as a feature of its vocational guid- 
ance program. Mr. McIntyre served for 
many years as president of the Eastern 
Federation of Feed Merchants. 


as Impartial Umpire 


rules, moreover, cannot work just one 
way. A play which is fair for one team 
cannot be called unfair for the other. If 
it is up to business to play the game with 
the public, it is equally up to the public 
to play the game with business. 

To a large degree the attitude of the 
public toward business is shown better by 
what the public does than by what it 
says. It buys the products or the services 
of business and in general indicates that 
it has made a pretty good bargain by com- 
ing back for more. The American public 
has the ideals of sportsmanship and plays 
the game according to the rules. 

Game Must Go On 

Sometimes it seems a little doubtful 
whether governing bodies have this spirit 
quite as much as the people whom they 
represent. Sometimes the umpire seems 
impatient with his rule book. Sometimes 
it seems as if he were thinking more about 
how the crowd would react to a decision 
than about what he actually saw. The 
best hope for the future of our democracy 
is in the spread of the spirit of true 
sportsmanship through the entire structure 
of American life. If the whole nation will 
play the game and play it hard according 
to the rules, and if those rules are en- 
forced fearlessly and without favor, then, 
even though there may be passing quar- 
rels among the players, or heated argu- 
ments with the umpire, the game itself 
will go on. Sportsmanship and fair play 
in business, in politics, in religion, in the 
game of life itself, are fundamentally 
essential to happiness and progress in our 
democracy. 


@ JACKSON ELEVATOR, Tipton, Ind., 
operated by Clair Bouse and Lawrence 
Gasho, held its grand opening November 
23. A complete line of feeds is being 
handled. 


@ ARTHURDALE COOPERATIVE as- 
sociation, Inc., Arthurdale, W. Va., has 
purchased the grist mill of the Preston 
County Milling Co., near Reedsville, 
W. Va. 


OHIO 

Harley V. Faler is erecting a new feed 
mill at Lancaster. 

W. Finfrock is planning to open a fur- 
niture and feed store in the Elizabeth 
McCord building. Oxford. 

C. W. Devers has opened the Wonder 
feed store at Greenville. 

Wagner Bros. elevator, Mt. Gilead, is 
now being operated by Dora Wagner and 
her son, Richard. 

Howard McNish, Burton feed dealer, 
has installed a new hammer mill and mix- 
er in his plant. 
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This the Bag- 


CHOCK FULL 

OF TONIC 
VALUE; 
ADDITTO 
YOUR 
MASHES 

AND 
FEEDS. 


@ The contents of bags like that 
shown above are helping mixers 
using Dr. LeGear’s Poultry Pre- 
scription to stabilize and increase 
their mash and feed business. The 
reason — satisfied customers who 
come back for more because of 
fine results obtained. 


And the tag at the right of the 
bag—when attached to your bags 
—will be evidence that your prod- 
ucts are complete as to those im- 
portant minerals and vegetable 
ingredients which mean so 
much in scientific 
feeding. 


It's a mighty strong 
- sales point to say that 
your line, prop- 
erly mixed as to 
cereals, etc., is 
made still bet- 


RICH IN VITAMINS 


Overs 


Helps Customers Boost 
Sales of Eggs 


An aggressive Iowa feed dealer took 
advantage of an adverse condition to 
boost the poultry business in general and 
his own business in particular. When egg 
and poultry prices slumped a bit last fall, 
this dealer knew by personal experience 
just what the poultry feed buyers of the 
community were thinking. He knew that 
lower poultry prices meant less business 
in the feed line. Using liberal sized space in 


THIS IS THE TAG 
THAT SHOWS THE 
FEED UR MASH 
IS COMPLETE 


ter by the addition of 2% of Dr. 
LeGear’s Poultry Prescription. 


Your trade will be delighted with 
the results they get from complete- 
ly balanced mashes and feeds. For 
over 40 years poultrymen have 
successfully used Dr. LeGear’s 
Poultry Prescription, and buyers 
of mashes and feeds are glad to 
know they can cet it already 
mixed in their favorite brands. 


_ Ask us for our low prices on Dr. 


LeGear’s Poultry Prescrip- 
tion in such quantities 
as you may require. 
It makes the best feed 
better, as your own 
test will quickly 


hear from you 
by return mail. 


DR. L. D. LEGEAR MEDICINE CoO., St. Louis, Mo. 


show. Let us’ 
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EGGS 


are not expensive 


Eat them often! 


With other food commodities 
higher, eggs are selling for much 
less than last year, it’s your 
cheapest food. 

Let your slogan be: “Use 
More Eggs.” 


REISTER BROS. 


Cash Buyers Cream, Eggs & Poultry 
Manufacturers Washington Butter 
Distributors of Red Comb Feed 


the newspaper, he pointed out the fact that 
eggs and poultry at present market prices 
were the best bargain in the food line. 
He strongly urged all people to use more 
eggs. In addition, he urged egg producers 
to follow the same example and help avoid 
a surplus in eggs and poultry in storage. 
The ad created a lot of favorable com- 
ment. It was regarded as a “practise what 
you preach” theory put into action. Farm- 
ers who read the ad naturally felt a little 
more kindly to their feed dealer who was 
spending his own money to help create a 
demand for the products they had for 
sale. 


@ VERN RIGGINS has been appointed 


as the new manager of the Farmers Ele- 
vator Co., Dougherty, Ia. 


WISCONSIN 

O. B. Kennedy store, LaFarge, has in- 
stalled a new feed mill. 

Charles F. Knight’s feed mill and ele- 
vator, Dalton, was destroyed by fire No- 
vember 24 with a loss estimated at 
$15,500. 

Nettesheim & Otto Feed Co., Sussex, 
sustained the loss of its office in a fire 
which swept the structure November 29. 
The warehouse was also badly damaged. 
Alfred Otto, manager of the firm, was 
away on a trip. 

Herman Nordin is the new manager of 
the Apple River feed mill, Poskin. 

Burlington Feed Co., Burlington, has in- 
creased its no par value common stock 
from 1000 to 1500 shares. 
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Tioga President Resigns 
Will Head Board 


A. C. Palmer, president and general 
manager of Tioga Mills, Inc., Waverly, 
N. Y., since 1908, has resigned to become 
chairman of the board of directors and 
has been succeeded by Clifford B. 
Dounce who joined the organization in 
1926 as production manager. 

H. S. Palmer who has been in training 
with the company since boyhood, actively 
for the past six and one-half years, be- 
comes vice president and assistant general 
manager. He is also president of Balora- 
tions, Inc., the firm’s dog food depart- 
ment. 


Frederick S. Deyo, treasurer, C. Frisbie 
Howard, secretary, and Miss Mabel M. 
Combs, assistant treasurer, continue in 
their present positions. 

“T feel,” said Mr. Palmer in announc- 
ing his resignation, “that it is the respon- 
sibility of one who builds a business to 
make it independent of himself and in 
carrying out this policy it is not a regret 
but a pleasure to see these changes come. 
With my new title of chairman of the 
board I will remain active in the business, 
though not as active as before and will 


CHANGES NAME 

American Butter Co., Kansas City, Mo., 
has changed the name of its product from 
ABC Green Buttermilk to Greenmelk and 
has opened a Canadian branch at Guelph, 
Ontario, with Dr. W. R. Graham, Jr., in 
charge of production and sales. Green- 
’ melk is a blend of young cereal grasses 
and condensed buttermilk. 


PENNSYLVANIA 

Samuel Bell, Jr., president, Quaker City 
Flour Mills, Philadelphia, died recently at 
the age of 84. 

Max Supowitz, member of the Commer- 
cial Grain Exchange, Philadelphia, died 
recently at the age of 73. 

Albert Forshey feed mill, Martinsburg, 
was destroyed by fire recently with an 
estimated loss of $12,000. 


INDIANA 

Carl Williams is erecting a feed mill in 
Morrocco. 

Skiles & Sons feed store, Rossville, has 
moved to a new location. 

Earl Knowlton has resigned as manager 
of the Pierceville Mill & Elevator Co., 
Pierceville. 

Ray Jones, Lawrenceville, has pur- 
chased the feed and fertilizer business 
owned by L. J. Neukam, Versailles. 

James Jones has purchased the feed 
mill owned by Carl Routzahn at West 
Lebanon. 

Jack Hawkins and Henry Zimmerman 
have opened a feed supply house in Lo- 
gansport. 

Roy Daugherty has purchased the 
Farmers’ Feed Exchange, Holton, from 
C. F. White. The new firm will be known 
as Roy’s feed store. 

Louis Bushong, Waveland, has pur- 
chased a new feed mill. 

Al Laabs, Hessville, has taken over the 
Kennedy feed store in that city. 
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CLIFFORD B. DOUNCE 


let others carry more of the load. 
“For myself and the entire Tioga or- 

ganization, I wish to take this oppor- 

tunity to thank all with whom we do 


A. C. PALMER 


business for their cooperation and the 
pleasure enjoyed in our business relation- 


ships which I hope may continue indefi- 
nitely.” 


Hot | Gelling in 


Cold Weather 


By EMIL J. BLACKY 


Jack Frost is nipping at the ear, 
It’s doggone cold this time o’ year 
And sitting near the office stove, 
Seems better than to up and rove 


Knee-deep in snow drifts on the farm 
When right at home it’s snug and warm. 
But only lazy dealers cringe 

And fold up like a rusty hinge 


When icy north winds stiffly blow 

And fields repose beneath the snow. 
Live dealers don their woolen socks 

And wrap themselves in cold proof frocks; 


Although the ‘mercury slowly falls 

They still go out and make their calls. 
As snow lies crisp beneath their feet, 
They’re out each blessed day to greet 


Jim Brown, Bill Jones and all the lot, 
They keep the point of contact hot. 
And wisely too this time of year, 
They spread a lot of Christmas cheer. 


Just sort o’ friendly like they say, 

“T hope you prosper every day.” 

Well, -_ sure makes farm folks feel 
good, 


And without doubt it’s understood, 

That selling may be what you do, 

But you're a friend of their’s clean 
through. 


The freshness of the country air, 
Makes mother at the table stare, 
The way you stoke away that food, 


And keep in such a healthful mood. 


By Gum! It’s great to be alive, 

With so much pep and zip and drive, 
But best of all the figures show 

Your profits, too, are in the know. 

@ HAROLD A. MOSELEY, West Hoo- 
sick, N. Y., has purchased the Curtis Feed 
& Coal Co., Eagle Bridge, N. Y., which 
was founded by the late Michael Curtis 
52 years ago. 


@ E. B. FREY grist mill just south of 
Emaus, Pa., on the Vera Cruz road, was 
destroyed by fire recently with a loss of 
$10,000. The structure was built 75 years 
ago by William Schantz. 


@ WALTER A. TEIPEL was elected 
president of the Froedtert Grain & Malt- 
ing Co., Milwaukee, Wis., at a meeting of 
the board of directors held recently. Mr. 
Teipel had served as vice president and 
general manager of the firm for many 
years. Kurtis R. Froedtert was elected 
chairman of the board and Curt Kanow 
was named vice president. 
CONDENSED MILK 

More than 791,000,000 pounds of con- 
densery products were manufactured in 
Wisconsin during 1936, representing one- 
third of the nation’s output. There are 
70 condenseries in the state and more 
than 1,500,000,000 pounds of milk were 
used in he manufacture gf the condensed 
products. This represents the production 
for a year of approximately 330,000 cows. 
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Dale W. MeMillen Is Honored 


For Community Service 


ORE than 700 persons, including in- 

dustrialists, bankers, railroad execu- 
tives, agricultural experts, members of 
the press and other friends and associates 
gathered at Fort Wayne and Decatur, 
Ind., November 15, to pay tribute to Dale 
W. McMillen, president of the McMillen 
Feed Mills, Central Soya Co. and Central 
Sugar Co. The event was dedicated to 
him as “McMillen Day” and was spon- 
sored jointly by the Decatur chamber of 
commerce and the three McMillen com- 
panies. 

The guests assembled at Fort Wayne 
early in the afternoon and were trans- 
ported to Decatur where they were con- 
ducted on a tour through the sugar plant, 
feed mill and the two soybean mills. They 
were then returned to Fort Wayne where 
a reception was held for them at the 
Anthony hotel. From there they pro- 
ceeded to the Catholic Community Center 
for a testimonial banquet. 

Principal speaker of the evening was 
M. Clifford Townsend, governor of Indi- 
ana. ‘The growth and development of our 
modern civilization,” he said, “is due in 
part to the devotion and genius of those 
great men and women who have pioneered 
the way in new fields. Dale W. McMillen 
should be numbered among the great of 
Indiana for his development of a com- 
paratively new industry in this state— 


the processing of soy beans and the re- 
vitalizing of Indiana’s only sugar beet 
area.” 

James E. Larrowe, president, Larrowe 
Milling Co., Detroit, Mich., represented 
the feed industry at the speakers’ table. 
Leaders of other industries also joined in 
paying tribute. 

Visibly touched by the many kind words 
said about him, Mr. McMillen responded 
by giving credit for his achievements to 
his associates and employees and to the 
progressive farmers and business men in 
the territory which he serves. Special 
railroad cars on which they had arrived 
from Chicago returned many of the guests 
after the banquet. 

Mr. McMillen’s association with the 
feed industry covers a period of many 
years of leadership. His original organiza- 
tion, the McMillen Co., with mills at Buf- 
falo and St. Louis and headquarters at 
Fort Wayne, was merged in 1929 with the 
American Milling Co., Peoria, Ill. This 
firm later became a unit of the present 
Allied Mills, Inc., of which Mr. McMillen 
was the first president. 

He retired as head of Allied Mills and 
after a brief interim purchased the idle 
sugar plant at Decatur in 1933, which was 
soon operating to full capacity. In 1934 
he and his associates formed the Central 
Soya Co. and on the following year he 


DALE W. McMILLEN 


reentered the feed manufacturing business 
by establishing the McMillen Feed Mills. 

Mr. McMillen was president of the 
American Feed Manufacturers association 
in 1929 and 1930 and has also served 
various terms as chairman of the execu- 
tive committee of the organization. 


@ W. L. SARGENT, Sargent & Co., Des 
Moines, Ia., who has been undergoing a 
siege of illness has recovered sufficiently 
to spend short periods at his office. 


DECEMBER 1937 


BRINGS 


Sincere Wishes to from Us 
for a real sfuell Holiday Season !! 


THE ARCADY “BUNCH” 


(And a better year ahead, we hope, we hope, we hope!) 
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Merchandising F 


who is worried about chain store competition. It is the 

opinion of this writer that the aggressive merchant can 
safely dismiss this competition from his mind. Even in the 
vrocery field where it is the strongest, the chains are getting 
a relatively small percentage of the business. The coming 
of such stores has the tendency to force local merchants to 
adopt more aggressive methods. Such methods are: (1) Bet- 
ter displays. (2) Modern displays. (3) More care about dis- 
playing goods. (4) Better and cleaner stores. (5) Modern 
system of doing business. (6) Better pricing. (7) Better ad- 
vertising. (8) Personalizing in stores. (9) Watching stock 
more closely. 

But aren’t these the methods that every successful mer- 
chant should be using? Why then wait for a mail order 
retail store or a chain store to come in and force you to 
them? Adopt modern methods now and you'll have the jump 
in any new merchandising development. 


Bring People to Town 

Chain and mail order retail stores are not an unmitigated 
evil as this report indicates. It’s clear that such stores bring 
more people into town. They develop the town as a larger 
trading center. They give the local merchant the advantage 
in that the customer can compare the mail order and chain 
store goods with the local merchant’s goods (which he can’t 
do if he orders from a catalog) and buy on the basis of 
quality rather than price. It gives him the advantage of 
offering personal service. 

Bringing more people into town means that more people 
patronize all of the local stores. One of the most successful 
supply merchants in the country made-a special effort to 
bring a chain store into his town—yes, even induced it to 
locate next to his store because he felt that it would bring 
people to his neighborhood who would be worth getting and 
he was right. The best way for an independent merchant to 
meet chain store competition is to become as efficient in 
merchandising as the chain is and he can do it. 


What’s Your Merchandising Score? 

Having determined to some degree your sales possibilities, 
the next question is “How shall you reach them?” The an- 
swer is, “Through the best known modern methods of mer- 
chandising.” Every so often you take an inventory of your 
stock to help you determine how you stand. It is equally 
important that you take an inventory of yourself (personal 
self or corporate self) to reveal how strong you are from a 
merchandising standpoint, and at what points you are weak. 
Such an inventory is an indication of where improvements 
are necessary. The following “check-list” will aid you in 
making your merchandising inventory: 


What Are Your Possibilities? 

Do you know the extent of your trade territory? 

Have you personally surveyed your territory to determine 
possibilities on the major lines you handle? 

Do you know who your competitors are? (Don’t overlook 
the mail order house and perhaps the chain store; also other 
commodity lines. The farmer who buys an automobile may 
not be able to buy a new planter.) 

Is your leading competitor as good a business man as you 
—or better 


| Speers you will find a farm supply merchant 


Analyze Products You Handle 

Do each of the major lines you handle make the customer 
more money than your competitor’s products? 

Are you perhaps handling too many brands of any line? 
Have you sufficient price liens to meet the varied demands 
of your customers? 

Are the products you feature nationally advertised? 

Do you maintain adequate but not too heavy stocks at 
all times? 
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Have you adequate mailing lists and do you keep them up 
to date? 

Do you publish a store paper? If you don’t, isn’t is possible 
you might be able to use one effectively? 

Do you send letters and price lists to your customers at 
least once a month? 

Is your local newspaper a good advertising medium for 
your lines? If so, do you use it? 

Do you get occasional publicity articles in your local paper ? 

Do you have displays in your windows in your store at 
all times? 

Is Your Feed Well Displayed? 

Do you have open bags of your products on display where 
they can be easily seen and examined? 

Do you display national ads in store and windows? 

Have you a convenient rack for the storage and display of 
circulars and other manufacturer’s literature? 

Do you use to best advantage the advertising help offered 
by manufacturers? 

Do you plan your 
advance? 

Do you prepare each particular advertisement or letter 
carefully so that it may “pack” the strongest sales “ 
lop” possible? 

Do you feature customer records on your products in your 
advertising ? 

Do you take pictures of feeders and their stock or crops 
to use in store advertising and selling? 

Do you have a store bulletin board for the display of evi- 
dence and farmers’ announcements? 

Your Training Program 

Do you and your employees read the manufacturers ad- 
vertising? Do you and your employees read trade papers 
and merchandising magazines issued by the manufacturers 
of lines you handle? 

Have you or your employees taken correspondence sales 
courses offered by the manufacturers? 

Do you hold regular store meetings to improve the effici- 
ency of your organization? 

Are you represented at sales meetings, conventions 
schools conducted by manufacturers of your products? 

Getting Business by Going After It 

Do you or your employees spend a definite percentage of 
time calling on customers ‘each week? 

Have you tried cash off the car selling to increase business? 

Is your outside selling organized on the route basis? 

Do you cooperate with the manufacturers’ salesmen by 
going out with them or assigning a competent employce to 
accompany them? 

Do you take national ads along and use them in your 
selling? 

Do you work definitely to sell the outstanding farmers in 
the community first and then use them in selling others? 

Do your outside salesmen know your lines well enough to 
talk intelligently and to answer objections? 

Make Good Use of Telephone 

Are you using the telephone to as good a sales advantage 
as you might? 

Do you get cost figures from your better customers and 
use them in selling? 

Are you selling through sub stores, hatcheries, creameries, 
etc.? 

Have you ever tried a special “Farmers’ Day”? 

Do you sell on a quality rather than a price basis? 

Do your outside salesmen know how to help your 
customers get the greatest value from your products? For 
example, do they know feeding directions? Do they know 
how to set up and operate the machinery you sell? How to 
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treat the soil for the greatest yield? 

Do you offer delivery service? If you 
do, is it worth the cost? If you don’t, 
might it not be worth while to add it? 

Do you extend credit? 

Do you check carefully to eliminate 
poor credit risks? 

Have you a thorough collection sys- 
tem? Do you use it? 

Do you operate on a sound pricing 
plan, charging the customer only for 
the service he receives? 

Do you show a real interest in your 
customers’ success? 

Have you a man who can do poultry 
culling and render similar service? 

Is your assembly and repair service 
beyond criticism? 

Do your customers like to deal with 
you? 


Have you an adequate bookkeeping 
system that eliminates mistakes and 
gives you facts about your business 
quickly? 

Store Arrangement and Layout 

Is your location as good as you might 
have? 

Is it worth while to make a change? 

Have you a well arranged interior, 
planned to make it easy for customers 
to buy? 

Is your stock orderly? Is your store 
neat and clean? 

Does the outside appearance attract 
customers to your store? 

No sort of a program is worth the 
paper on which it is written unless you 
do something about it. Some folks are 
inclined to smile at the thought of New 
Year’s resolutions—yet those resolu- 


YUM:YUM— HEY BUDDIES, 
THIS AIN'T A MEAL — 


A REGULAR FEAST; 


FOR .... 


3000 
UNITS 


COD LIVER OIL 
CONCENTRATE 


Scientists are agreed on the absolute essential- 
ness of Vitamins “A” and “D” to a chickhood 
that shall grow future healthy profit. Vitamins 
for Vitality—VITAND for Vitamins. 
certified Cod Liver Oil Concentrate is standard- 
ized, dependable, widely approved by agricul- 
tural experts, and used by Feed Manufacturers 
of very large tonnage output. 


Biological Laboratory Control 


This 


CHICK... 
VIT-ALITY 


You are protected in Quality and Potency 
by our full Biological Control Facilities. 
VITAND is guaranteed to contain a mini- 
mum of 3000 U.S.P. units of Vitamin A and 
400 A.O.A.C. chick units of Vitamin D per 
gram. 


Send for Prices and Latest Data 


NAPTHOLE, INC. 


FACTORY AT=—= BOONTON, N. J. 
CAMBRIDGE, MASS. 
Sales Offices: 282 Portland Street 
Cc 
Vitand Warehouse Stocks at: MINNEAPOLIS 
HOMER, MICH., LANSING, MICH., NORTH JACKSON, O., DAYTON, O. 


NEW YORK 
15 East 26th Street 


CHICAGO 


CHICAGO 
Palmolive Bldg. 
BOONTON, N. J. 
JANESVILLE, WIS. 


tions have a very definite value in focus- 
sing attention on certain weak spots 
that need strengthening. The survey of 
possibilities and the inventory of mer- 
chandising skill, clearly reveal your own 
possibilities for improvement. Your 
next job is to improve. Write down the 
actual merchandising points that you 
are going to introduce into your busi 
ness or which you are going to 
strengthen. Then get your last year’s 
figures by months and the year’s ex- 
penses by months. In the light of con- 
ditions as you see them and of your 
study of possibilities, what do you think 
is reasonable for the coming year? 
Write down the volume you expect to 
get each month and if you have the real 
stuff in you, it won’t be any less than 
you got during the past year. Then, 
plan how you are going to get it. 
Roughly, it will be through (1) More 
selling. (2) Better selling. (3) More ad- 
vertising. (4) Better pricing. (5) Re- 
duced costs. 

In working out your program, check 
each one of your customers. How much 
feed, fertilizer, seeds did they buy this 
year? What will they be likely to use 
next year? Will any of them be in the 
market for new machinery? What do 
you suppose is the reasonable expecta- 
tion for new customers and how much 
business will they give you? Naturally, 
in making your estimates you will want 
to consider the percentage of customer 
turnover you have had and make allow- 
ance for such loss, as well as for chang- 
ing conditions. 

The Financial Budget 

But a merchandising program is not 
enough. You must plan definitely for 
the financing of such a program. In 
other words, you'll want a financial 
budget. On the basis of your anticipated 
sales you must estimate how much 
money you'll need for purchases and to 
care for your running expenses. Those 
figures, properly tabulated by months, 
will indicate when you'll need to borrow 
from the bank and how much. 

Any economic forecasts, any mer- 
chandising goal will naturally be sub- 
ject to change in the light of changing 
conditions. Hence your plan won’t be 
rigid. You will be ahead of the game 
though by actually making a plan rather 
than just drifting along without a defi- 
nite goal in mind. “A written merchan- 
dising plan” says one prominent execu- 
tive, “compels constant thinking about 
all major activities. It blocks out a gen- 
eral program, anticipating trends and 
conditions and it directs attention im- 
mediately while there is still time to 
take remedial steps against unfavorable 
conditions in the making.” 

Drift along, and you'll be caught in 
the first economic storm and find your- 
self in a tough place. Plan definitely 
and you will be ahead of the storm. 


DEALER KILLED 
John Hess, proprietor of the Farmers 
Mercantile store, Allenton, Wis., was 
killed November 11 when his automobile 
crashed into the side of a railway train at 
a crossing in the middle of Allenton. 
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Good Will 


In the main offices of the General Elec- 
tric Co. under the heading “Good Will” 
appears this message to visitors: “Let us 
not forget that anyone who will visit us, 
anyone who will seek our aid, offers to 
us the privilege of creating good will for 
the General Electric Co. Let us not throw 
away that privilege. Let us not rebuff the 
man who gives us this opportunity.” Feed 
dealers might well apply this thought in 
their dealings with customers and sales- 
men who call on them. 


Do Contests Pay? 


Whether or not contests pay for them- 
selves may be judged by studying the fig- 
ures of the recent Old Gold puzzle game 
which netted $200,000 to the winners. 
The prizes, however, were but one-tenth 
of the cost of the advertising enterprise. 
Other expenses that had to be met were 
$1,500,000 for newspaper advertising; 
$250,000 for wages, supplies and incident- 
als; $40,000 for puzzle bulletins and $35,- 
000 for postage, making a total cost of 
about $2,035,000. However, 1,800,000,000 
cigarettes were bought by the 2,000,000 
contestants, each sending in 45 Old Gold 
wrappers. In other words, $12,000,000 
worth of cigarettes were bought. It seems 
then that each contestant cost the Old 
Gold people $1.00 and paid in $6.75. The 
fact that a second contest immediately 
followed with a $250,000 capital prize 
shows that the company considered the 
costly enterprise good business. 


Calf Display 


A Wisconsin dealer borrowed a pure 
bred calf from one of his good customers 
and placed it in a neat white pen built 
especially in one corner of the warehouse. 
He fed it the commercial feed which he 
handled and kept a daily chart showing 
the gains in weight. To stimulate further 
interest in the display he conducted a con- 
test for the first week awarding a bag of 
calf feed to the farmer who guessed near- 
est to how much the animal would weigh 
at the end of that period. Thereafter the 
daily weight figures were made public. The 
stunt sold a lot of calf feed for the dealer 
and the customer who owned the calf was 
more than pleased to have it raised into 
such a fine animal without cost to him. 


Brought ’Em Back 


An Illinois dealer makes a practice of 
writing a personal letter in his own hand 
to at least 15 customers who have dis- 
continued trading at his store. The letters 
are sent out just before Christmas and 
open with a friendly greeting. Then fol- 
lows a sincere invitation to come back into 
the fold and to enjoy to the fullest all of 
the facilities and services the firm has to 
offer. Farmers receiving the letter usually 
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his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


do respond because they feel that anyone 
who is sufficiently interested in them to 
invite them back in his own handwriting 
should warrant their continued business. 


Warm Friends 


Farmers like to come to a Minnesota 
feed dealer’s office to purchase their win- 
ter needs because they know they can al- 
ways get free coffee and doughnuts to take 


off the chills while they are waiting for 
their order to be filled. This dealer always 
keeps a steaming pot of java on a kitchen 
stove installed in his office and has his 
baker and milk men deliver a fresh supply 
of doughnuts and cream every morning. 
The idea costs only a few dollars a month 
but is certainly a good investment, judg- 
ing from the number of farmers it brings 
into the store. 


KANSAS CITY BRANCH 


Excelsior Milling Co., Minneapolis, 
Minn., has opened a branch office in Kan- 
sas City in charge of H. R. McMartin, 
formerly assistant sales manager of the 
Duluth-Superior Milling Co. F. G. Kov- 
arik is president of the firm. 


I'M FEEDING 
MY OWN GRAINS 
THIS YEAR! 


ME, TOO — BUT I’M 
MAKING MINE PAY 
WITH STERLING 
MASH BALANCER 


STERLING MASH BALANCER 
Helps Farm Grains Make More Eggs! 


It’s natural for poultrymen to want to feed their own farm-raised grains. 
Don’t let them make the mistake, however, of using farm grains and local 
mill feeds without the help of a good balanced concentrate like Sterling 
Mash Balancer. Egg production takes plenty 
of the vitamins, minerals and proteins not 
found in grains. Sterling Mash Balancer—a 
special mineral and vitamin enriched protein 
concentrate—gives the farmer an economical 
source of the needed. egg-producing ingredi- 
ents he doesn’t raise himself. Help your cus- 
tomers boost their profits and cut their feed 
costs. Write for a set of Northrup-King’s 
tested formulas for combining Sterling Bal- 
ancer with farm grains. For your own profit, 
as well as your customers’, stock and sell 
Sterling Mash Balancer! 


Wholesale Feeds and Seeds 


NORTHRUP, KING: CO. 


DEPENDABLE 
Minneapolis, SINCE 1884 


On the Air! 


At seven o'clock every 
week day morning on 
WCCO, wisecracking Clel- 
lan Card attracts a huge 
radio following to North- 
rup-King’s Almanac of the 
Air. The result is a real 
selling job for Northrup- 
King dealers. Tune in! 
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TOO CONSCIENTIOUS 
Alice: “What type of boy is Elmer? 


Ruth: “Well, the other night he had 
a parlor date. The lights went out at 
9:30 and he spent the rest of the evening 
in the cellar working on the fuses.”’ 
* * 
A secret is something a woman tells 
one person at a time. 


* *« * 


GONE A LONG TIME 
Patient: “Is the doctor in?” 
Colored Maid: “No, suh.” 
Patient: “Have you any idea when he 
will be back?” 
Colored Maid: “I don’t know, suh, he 


KRACKED KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


An optimist is a man who figures that 
when his shoes wear out he will be back 
on his feet. 

* 
DON’T BLAME HIM 


Joe: “I'll bet you’re peeved about your 


laundry not being done.” 
Bill: 


“Ves, it makes me feel all out of 


went out on an eternity case.” 


shorts.” 


OUR BOSS SURE 
LIKES TO FEED 
QUAKER LIVE- 
STOCK FEEDS 
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EVERY FEED YOUR FARMERS NEED 


@ Right in your community are a number of 
farmers who should be using Quaker Live 
Stock Feeds for greater profits. These feeds 
are long established and reliable. Their popu- 
larity is based on what they have done year 
after year for Feeders, Dairymen, Hog and 
Sheep raisers. Every time you sell a bag 
of Quaker Feed you sell a bag of satisfactory 
7 ieeding results. That’s why Quaker cus- 
tomers come back for more. You can do a 
steadier and more profitable business with 
(Juaker Live Stock Feeds. 

For full information regarding the Quaker 
line of feeds, write us. 


THE QUAKER OATS COMPANY 
Dept.13-L, 141 W. Jackson Blvd.,CHICAGO, U.S.A. 


CORNHAY WEAKLY NEWS 

Jedway Sparks claims it was a gift of 
providence which sent the meteor falling 
down last week on his yard. It left a hole 
20 feet deep and gave Jedway a good 
start on the well he was going to dig there 
for the past ten years. 

Luke Growhay insists on having his wife 
place the mattress inside the fireplace this 
Christmas eve, he still having memories 
of the nose dive he took down the chim- 
ney to please the kiddies last year. 

* 
HUMAN ICE TONGS 
Salesman: “That girl’s legs are without 


equal.” 
Dealer: “You mean they know no 
parallel.” 
* 
BORN TOO SOON 
Bill: “Hey, where did you get that 
black eye?” 
John: “That’s a birth mark.” 
Bill: “That doesn’t sound right to me.” 
John: “Sure it is. I climbed in the 
wrong berth the other night.” 
* 


PACKED A WALLOP 

Feed Dealer: “Well, I suppose you are 
plenty angry because I came home with 
this black eye last night.” 

Wife: “Not at all. You may not re- 
member it but when you came home you 
didn’t have that black eye.” 

* * 
RESOLUTION WORKING 

Mrs. Beanblossom: “How you frighten 
me, John.” 

Mr. Beanblossom: 
quietly.” 

Mrs. Beanblossom: “Yes, but you got 
the key in the door so fast I thought it 
was somebody else.” 

x * * 
HEAP BIG JOKE 

Tourist: “White man glad to see red 
man. White man hopes big chief feeling 
tip top this morning.” 

Indian: “Hey, Jake, come here and 
listen to this bozo, he’s great.”’ 

* * * 
HINT TO MOTHERS 

Julia: “Jim doesn’t call any more. 
Mother and he couldn’t agree.” 

Gertrude: “Did your mother think he 
stuck around too long in the evenings?” 

Julia: “No! Jim thought mother did.” 

* * * 

IRISH DIRGE 
Beneath this stone lies Murphy, 
They buried him today. 

He lived the life of Riley— 
While Riley was away. 
* * 
THAT WAS ALL 

Father: “Young man, can you support 
a family?” 

Suitor: “I only wanted Isabel.” 


“Why? I came in 


THE FEED BAG — December, 1937 


| 
\NE LIKE 
“EM,TOO 
we SS 4 
Z 4 
Z 
4 2) 
Quaker 
| N 
NPIG-NHOGKY 
ANAAN | 
Quaker 


Trade Flocks to Feed Store 
For Mate to Glove 


4 E WERE staging a store demon- 

stration one Saturday to intro- 
duce a new line,” says a midwest dealer. 
“We wanted to do something that would 
attract a lot of attention and bring in a 
lot of farmers. 

“We couldn’t afford to spend a lot of 
money on any one stunt. In the end, we 
hit on this idea. From a jobber, we 
bought a gross of cotton gloves with long 
gauntlet cuffs. We stamped the store 
name on each glove cuff using a rubber 
stamp. 

“An announcement about our ‘open 
house’ was printed on one side of a bright 
red shipping tag. The reverse side was 
used for addressing. We tied a tag to 
each right-hand glove. These were mailed 
to a select list of customers and prospec- 
tive customers whom we wanted as our 
guests. 

“Since each tag carried a brief comment 
that ‘the mate’ would be given to the 
bearer on return of the red shipping tag. 
@ LAKE VIEW MILLING CO., INC.. 
Wilson, N. Y., has changed its name to 
the Ontario Milling Co., Inc., according 
to James Haffenberg, vice president. 

@ BLUFFTON MILLING CO. plant. 
Bluffton, Ind., was damaged by fire, No- 
vember 7, with a loss estimated at 
$10,000. Roy Stafford, owner, was in 
Florida at the time of the fire. 

@ CENTER VALLEY COOPERATIVE 
Association, Black Creek. Wis.. has in- 
stalled a new feed mill. 


Health Products Corp. 
Changes Its Name) 


Health Products Corp., Newark. N. J.. 
manufacturers of Clo-Trate cod liver oil. 
has changed its name to White Labora- 
tories, Inc. 

For a number of years the name. White 
Laboratories, Inc. has been closely iden- 
tified with Health Products Corp., first as 
the cod liver oil concentrate manufactur- 
ing and development division located in 
Gloucester. Mass.. and more recently as 
the exclusive distributors of White’s cod 
liver oil concentrate tablets, capsules and 
liquid to the drug trade. 

The late Carl H. White founded the 
company in 1922 and became its first 
president. White’s cod liver oil concen: 
trate tablets, capsules and liquid are ac- 
cepted by the council on pharmacy of the 
American Medical association. The com- 
pany believes that a closer relationship 
between its corporate name and _ these 
brand names is desirable. 

W. R. Cassell, director of the special 
markets division of the company. an- 
nounces that Clo-Trate cod liver oil will 
continue to be distributed to the feed 
trade by the same personnel and in the 
same manner as heretofore. 
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on the appointed day, a good crowd was 
on hand. The left-hand gloves were scat- 
tered around the store window with a sign 
mentioning that these ‘matrimonially in- 
clined’ left-hand gloves would find their 
‘mates’ on Saturday at the store demon- 
stration. 

“Some folks couldn’t make it on Satur- 
day but either sent their tags with other 
members of the family or called later. 
Only a very few left-handed gloves were 
left. The stunt ‘pulled like a porous plas- 
ter’ and got results for us.” 


@ DR. G. F. MOENCH has purchased 
the interests of Don E. King and Gordon 
Butler in the Victory Supply Co., Marion, 
Ohio. 


~~ 


@ ALVIN J. SOWERS, feed dealer at 
Story City, Ia., died suddenly November 
15 of an attack of acute indigestion. He 
was 44 years old and leaves a wife and 
small daughter surviving. 

@ C. W. DEVERS has opened the Won- 
der feed store at 211 East Elm street, 
Union City, Ind. 


+ 


@ L. J. NOVOTNY, INC., has been 
formed at Milwaukee, Wis., to deal in 
feed products. Incorporators are L. J. 
Novotny, Nelson F. Petrie and Lewis A. 
Storking. 


“Another 
= GOOD DAY!” 


7 PEED DOWN to bed rock, 
4 the biggest reason why 
Purina should be the spear- 
head of your 1938 Season 
of Sales is that it makes you 
money! According to national 


oe a averages, each dollar you use 
+4 to launch the Purina Fran- 


a chise in your town, triples 
wert 4 itself in Gross Profits. If 
a your business needs a profit- 
able money-maker such as 
this, call in your Purina 
Man immediately! 
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General Mills Announces 
Two Resignations 


Donald D. Davis, president, General 
Mills, Inc., Minneapolis, Minn., has an- 
nounced the resignation of Donald G. 
Lowell, director of feed mill service. He 
will be succeeded by Charles Van Hors- 
sen, manager feed department, Washburn 
Crosby Co. 

Mr. Lowell had been associated with 
the Washburn Crosby Co. and General 
Mills for 35 years. He began his service 
as assistant purchasing agent for the 
Washburn Crosby Co. in 1902 and later 
joined the sales department becoming 
sales manager for Wisconsin in 1914. 

In 1923 he became manager of the feed 
department for Washburn Crosby where 


he served until the formation of General 
Mills in 1928 when he was appointed di- 
rector of feed sales for the new company. 
With the separation of the commercial 
feed and millfeed departments Mr. Lowell 
became executive in charge of the millfeed 
service department. 

Mr. Davis also announces the resigna- 
tion of Eugene P. Mitchell as vice presi- 
dent of the eastern division of General 
Mills and the Washburn Crosby Co., Buf- 
falo, N. Y. Mr. Mitchell was formerly 
associated with the Eagle Roller Mill Co., 
New Ulm, Minn. 

@ POINT PLEASANT PRODUCE CO., 
plant, Point Pleasant, W. Va., was de- 
stroyed by fire, November 9. 


Wishing Vou a Genuine 
Old Fashioned Christmas and a 


Happy, Prosperous 
Nef 


DEUTSCH & SICKERT COMPANY 


730-732 GRAIN & STOCK EXCHANGE 


MILWAUKEE, WIS. 


@ WALDO S. ENGLEMAN and Floyd 
Harrison have purchased the feed busi- 
ness of W. Roscoe Stevens, Corydon, Ind., 
and will open under their own name in 
the location formerly occupied by the im- 
plement firm of V. H. Bulleit & Sons. 


ILLINOIS 

M. A. Page has started to operate a 
grist and feed mill in Rossville. 

L. & G. Feed Store, Aledo, celebrated 
its eighth anniversary recently. 

Corwin Manning has started a new feed 
mill in Newton. 

P. & E. Feed Hatchery, Springfield, re- 
cently held its grand opening. It was for- 
merly the Sangamon County Farm Sup- 
ply Co. 

N. E. Davis, Richmond, has moved his 
feed store to a new location. 

Gersbacher’s Hatchery, McLeansboro, 
recently held a grand opening in its newly 
enlarged building. 

Lyle Bartlow has purchased the feed 
business operated by Dr. E. E. Slatter, 
St. Joseph. 

Tony Grant has purchased the feed 
store operated by Edward Boyd, Hills- 
boro. 

White Lane Farms & Hatchery, Inc., 
Roselle, has opened a new store in Glen 
Ellyn. 

R. E. Schmidt, Lincoln, has opened a 
feed store in Monticello. 

A. O. Peters has opened a feed and seed 
store in St. Joseph. 

Lynn County Grain Co., Ashton, has in- 
stalled a new five h. p. corn cutter. 

W. A. Westbrook Grain Co., Somonauk, 
has installed a new 20 h. p. mill. 
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in wishin Ou ever ha iness for 
Will Not Crumble 1é ristmas season an ew 
Our extensive deposits of high grade, SY Year to come. Your past patronage 
high calcium limestone provide the 
best means to assure sound egg- % «= has been greatly appreciated and we 
shells and baby-chick bones. Turkey 
to Chick sizes. Special Canary Size % shall continue to strive to merit your 
for starter and growing mash trade. K eh 
Packed in 100 lb. Osnaburg bags. good will and confidence. S 
Write for samples and prices. 
i \ 
Try MARBLEHEAD LIME RATION 
NORTHERN MILLING CO. 
MARBLEHEAD LIME CO. “4 WAUSAU, Since 1883. WISCONSIN 
160 No. LASALLE ST. - - - CHICAGO, ILL. 3\ di 
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Feed Dealers Are Proud 
Of Their Slogans 


(Continued from Page Fourteen) 


Grand View Feed & Fuel Co. 


having a slogan that rhymes is Campbell 
Bros., Augusta, Wis. The following ap- 
pears on its letterhead: 
“Be quick to kick if things seem wrong, 
But kick to us and make it strong. 
To make things right if we are wrong 
And you are right.” 

Service is emphasized in the slogan 
adopted by E. H. Fruechte, Holstein, Ia., 
who has enjoyed good results. “Service Is 
Our First Consideration,” it reads and 
Mr. Fruechte maintains that he lives up 
to the very letter of his claims. 

A clever slogan is used to tie up with 
its name by the Square Deal Milling Co.. 
Hedrick, Ia. In one corner of its letter- 
head appears the drawing of a square and 
the word “deal” is printed at the bottom. 
The illustration is both catchy and effec- 
tive as the customer always feels more 
impressed if he can figure out the mean- 
ing for himself. 


BUY NOW 


RAISES FINE CALVES 
AT LOWEST COST _« 


BLATCHFORD CALF MEAL CO. 
20 Madison Street Waukegan, Ill. 
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Opportunity for dealers in new fertilizer 
consuming territories. Write 


Virginia-Carolina Chemical Corp. 
EAST ST. LOUIS, ILLINOIS 


During the past 12 months, we have sold approximately 90 per cent of the 
cod liver oil used in the territory that we serve in northern Illinois and southern 
Wisconsin. We have also distributed a number of carload shipments of our 
Peerless brand Cod Liver Oil to large mixers throughout the state of Wisconsin. 


Peerless brand oil has been tested by the Department of Agriculture at 
Madison and has proved very satisfactory in actual feeding tests. 


For the mixers not using straight cod liver oil, we offer Vitand Concentrated 
U.S.P. Cod Liver Oil. There are no substitutes for Vitand, so before you 
purchase your concentrated cod liver oil, learn about Vitand and get our 
prices delivered to your station. 


WHOLESALE ONLY. YOUR PATRONAGE IS APPRECIATED 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss 


BLACKSTRAP MOLASSES 


@ has same carbohydrate feeding value as corn, pound for 
pound—And it’s selling at about half the price of corn. 
When you use “Manard Quality” Blackstrap you get 
extra nutritive value in your feeds as “Manard Quality” 
contains about 1% less moisture and 1% more solids than 


“Standard” Blackstrap. 


MANARD MOLASSES CO., New Orleans 
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6. 
etter Cro, Bigger Profits 
PELLETS 
OR 
JANESVILLE 
MEAL e WISCONSIN 
% A 
3a 
Biz for 


REF 


MINIMUM 
TARE 
CORNGUITER FED 


POUNDS NET 


CORN 


rices new YOR Gr 


UM 25) 


100 POUNDS NET 


“CORN, 
Fy 


SWEETENED) 


> GENERAL OFFICES-NEW 


MIXED FEED 
REGISTRATIONS for 1938 


Should include these good corn ingredients 


Buffalo Corn Gluten Feed (25% Protein) 
Buffalo Sweetened (20% Protein) 
Diamond Corn Gluten Meal (43% Protein) 


Your dairy and poultry rations for 1938 will be more 


productive of milk, eggs and growth, at less cost, if they 
contain one or more of these old established corn feeds. 


Our ration service department is prepared at all times to 
help you with formulas. 


CORN PRODUCTS SALES CO 


17_ BATTERY PLACE 
*» NEW YORK CITY 


COAST 


TO COAST 


GRAIN SERVICE 


INCORPORATED 


MINNEAPOLIS, MINN. 
761 Chamber of Commerce 


Country Offices 


Fairmont, Minn. 


Marshall, Minn. 


Williston, N. Dak. 


Grand Forks, N. Dak. 
Sioux Falls, S. Dak. 
Lincoln, Neb. 

Sac City, Iowa 


Terminal Offices 


Duluth 
Milwaukee 
Chicago 
Green Bay 
Cedar Rapids 
Toledo 


Buffalo 
Albany 
New York 
Boston 
Omaha 
Memphis 


Kansas City 
St. Louis 


San Francisco 


Los Angeles, Calif. 


Winnipeg, Man. 


Montreal, Que. 


Cargill, Incorporated, Seed Division 
Box 64, Minneapolis. 


e446 


SALT 


Highest Quality 


Prompt Service 


i MORTON SALT COMPANY 
MILWAUKEE e WISCONSIN 


® Available at the new 
Soy Bean Mill of Swift & 
Company at Champaign, 
Illinois, is an abundant 
supply of fresh Soy Bean 
Oil Meal. Crushed from 
selected soy beans—pro- 
duced in the heart of the 
soy bean region — this 
meal will form the base 
of an excellent food for 
livestock. - 

Your customers will find 
that they can raise a 


~ ANALYSIS 
MINI 
By 
MAXIMUM | 


& COMP BEAN 


healthy herd economi- 
cally with Swift's Soy 
Bean Oil Meal. 


SWIFT & COMPANY 


SOY BEAN MILL o*e CHAMPAIGN, ILLINOIS 
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Fifty Cents a Bushel 
Set as Corn Loan 


Loans of 50 cents a bushel on 1937 crop 
corn through the Commodity Credit 
Corp., have been announced by Henry A. 
Wallace, secretary of agriculture. A fund 
of $75,000,000 has been made available 
for this purpose by the Reconstruction 
Finance Corp. 

The 1937 loan on cribbed corn will vary 
with the moisture content. Two and one- 
half cubic feet of corn testing 14% per 
cent or less in moisture will be regarded 
as a bushel of corn eligible for a loan of 
50 cents. For each 1 per cent increase 
in the moisture content in excess of 1414 
per cent there will be a deduction of 2 
per cent in the bushels of corn as deter- 
mined by the cubic content of the scaled 
cribs. No loans will be made on corn 
having a moisture content in excess of 
20% per cent. 

Loans will be available only to farmers 
who participated in and whose farms qual- 
ified for payment under the 1937 agri- 
cultural conservation program in Illinois, 
Iowa and certain “corn limit” areas in 
Indiana, Minnesota, Missouri, Nebraska, 
Ohio, South Dakota and Wisconsin. The 
loans will bear 4 per cent interest and 
are available between December 1, 1937, 
and April 1, 1938. 


Corn samples will be sent in moisture 
proof containers to state agricultural con- 
servation offices for moisture tests in elec- 
trical testing devices. Loans may be ob- 
tained through banks or other lending 


agencies directly through notes made pay- 
able to the Commodity Credit Corp. and 
delivered to any designated loan agency 
of the Reconstruction Finance Corp. 


ae 


@ JOHN R. SUTER & SON, Harrison- 
burg, Va., have moved their feed and fer- 
tilizer business to the C. D. Wenger ware- 
house, 60 Gray street. 


@ VALDERS ELEVATOR CO., Valders, 
Wis., operated by Elmer DeBroux, has 
installed a new feed mill. 


@ JAMES DESANTIS & SON, Sea 
Island City, N. J., have outgrown their 
present location and are moving into new 
and larger quarters in the old canning fac- 
tory on Reading avenue in that city. 


Sell Poultry..Dairy Sanitation at a Profit 


Safe- Effective-Economical 


@ Because it is so handy to use, so economical and so effective, poultrymen 
and dairymen become immediately enthusiastic about HTH-15. Stock this 
modern disinfectant and cash in on a year ’round profit maker. 


How HTH-15 is Used rs 


Poultrymen use HTH-15 as a dust to control colds and other respiratory CHECKS COLDS, ROUP, 
diseases. They put a little in drinking water to check spread of disease. They BRONCHITIS*STERILIZES 
pn HTH-15 solutions to disinfect incubators, brooders, poultry houses POULTRY EQUIPMENT 
and equipment. 


Dairymen use HTH-15 solutions to sterilize dairy equip- 

ment. It kills bacteria, keeps bacteria counts low. HTH-15 — 

meets the requirements of sanitary codes everywhere. It is | ' li 

safe to use on dairy metals. TT) 
Comes in Powder Form Ay 

Easy to handle—easy to use. A handy mea- 

suring spoon in every can—just add to water - } S 

as needed. No waste from loss of strength, ; 

container breakage, freezing or lumping. 

Economical for user—an easy seller for you. STERILIZES DAIRY EQUIPMENT 

ao Write for full details of our dealer proposition. KEEPS BACTERIA COUNTS LOW 

613 


The MATHIESON -ALKALI WORKS (Inc.) * 60 EAST 42nd STREET, NEW YORK 


we the Parade 


IODIZED 


with every calcium particle. 


= 


stone. 


samples, and prices! 


S. W. Sales Office 
> oO. 
Box 409 


Gen’l Sales..Office 


ELECTRO CALCIUM CARBONATE—98% to 
999% pure calcium carbonate that has been espe- 
cially treated by an exclusive process developed 
in our laboratories to make it flow more freely, 
mix more readily, and stay mixed more uniform- 
ly in feeds than regular calcium carbonate. 


CALCIUM CARBONATE — also 
made by our exclusive process which combines 
(not mixes) a definite tiny amount of iodine 
Assures absolutely 
uniform iodine inclusion in feeds and mineral 
mixtures in stable form at lowest cost. 


ARROW-HEAD INSOLUBLE FLINT GRIT— 
a superior grit made from pure flint for all 
classes of poultry. Hardest, sharpest, and most 
efficient grit on the market. Will not shatter or 
crumble like grits made from other types of 


@ It will pay you to investigate these improved 
products before you order your next supply of calcium 
carbonate and poultry grit. Write now for information, 


The CALCIUM CARBONATE CO, 


N. W. Sales Office 
cago. Omaha, Nebr. 
43 E. Ohio St. 636 Brandeis Theatre Bldg. 


—Better Built Bags 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asout sacs! 


(Quoted from Customer’s Letters) 


" AFTER all, as we have said 

to you before, it is only 
typical of the service rendered 
by you whenever requested, and 
we appreciate your 
tion more than we can tell you.” 


—@— 


WERTHAN Bac CORPORATION 
NASHVILLE — NEW ORLEANS 


(WERTHAN) 
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PILOT 


Christmas 


To the feed jobbers and deal- 
ers throughout the country we 
extend our hearty good wishes 
for a Merry Christmas and a 
bountiful measure of prosper- 


ity for the New Year. 


OYSTER SHELL PRODUCTS CORPORATION 
New Rochelle, N. Y. st. LI Mo. London, England 


Good “Team-work’’ 
beats Cheap Feed Competition 


Conkeys Y-O 32% Supplement and low cost home grown 
grains make a team that beats cheap feed competition four 
ways. Ist—It maintains your standard for quality feeds at 
‘‘Somebody’s a low price. 2nd—It produces results at a price which 
satisfies your customers. 3rd—lIt protects the health and 
yy vitality of the flocks—keeps your customers sold. 4th—It 

makes steady, continuous profits for you. 


Mix Your Low Cost Grains with 


Conkeys Y-0 32% Supplement 
Rich in Vitamins A, B, D, E and G 


Conkeys Y-O 32% Supplement adds just those animal 
and vegetable proteins and also the minerals which 
home grains lack and in addition provides, through the 
Y-O it contains, an abundant potent supply of the 
important health and growth vitamins A, B, D, E and 
G, derived from Cod Liver Oil, Brewers’ Yeast and 
Wheat Germ Oil. Beat cheap feed competition with 
the Conkey Line of— 


POULTRY, DAIRY, HOG, HORSE and MULE FEEDS. 


Write for our Dealer Plan. 


The G. E. Conkey Co. onto 


©46¢ 


Develops Business Using 
Monthly Bulletins 


(Continued from Page Twenty) 


month under our bulletin’s regime. In 
April, we handled 10,000 dozen eggs. 


Our new gasoline station has risen to 
a position of second place in the territory 
served by the Canton bulk depot, and 
that includes stations in the city of Can- 
ton with 10,000 population. We always 
urge farm people who have gas in their 
drums at home to feel free to have their 
tires and battery checked, or to take ad- 
vantage of any of the many services avail- 
able in a modern service station. We try 
to make ‘them welcome, without their 
feeling under any obligation. 


Put These Sales Ideas 
To Work for You 


(Continued from Page Eighteen ) 


always glad to get checks in the mail but 
with your remittance received this morn- 
ing came an added satisfaction. We take 
it to be a very good indication that you 
are satisfied. Your prompt response in- 
spires us to continue to do everything 
within our power to help you with your 
feeding problems and to make it our per- 
sonal business to see that you get the ut- 
most from every dollar you invest in our 
products.” This friendly letter cements 


the customer firmly to the store and en- 


courages him to keep up prompt payments 
on future orders. 


5. Barley Huller 


A. C. Motor or D. C. Motor 


@ After considerable investiga- 
tion we obtained exclusive agen- 
cy for the above barley huller in 
Wisconsin, Illinois, Iowa and 
Michigan which pearls barley as 
malsters want it pearled and so 
you can detect quickly whether 
barley is mellow or hard or 
whether it contains heat damage 
—which has cost shippers $1t: 
to $300 per car. Don’t wait. 
PHONE — WIRE or WRITE 
for particulars. Substantial dis- 


count on group orders. 


FRASER-SMITH CO. 


BARLEY SPECIALISTS 


MILWAUKEE 
MINNEAPOLIS CEDAR RAPIDS 
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@ FARMERS ELEVATOR CO., Wau- 
pun, Wis., has installed a new feed mixer. 


ae 


@ DON McKERCHER, McKercher 
Milling Co., Wisconsin Rapids, Wis., re- 
turned recently from a trip to western 
Montana, bringing back an elk which he 
shot on a hunting excursion. 


@ BENTONVILLE GRAIN CO., Con- 
nersville, Ind., has opened a complete cus- 
tom grinding, feed mixing and shelling 
plant. 


@ GRANT YOUNG, owner of Young’s 
feed store, Murphysboro, Ill., has pur- 


chased the Ava feed and produce store at 
Ava, Il. 


5425 W. Roosevelt Rd. 


Get MELKCENTRATE Now! 


Replaces dried milk products... 


SAVES |/, to on COST 
@ @ MELKCENTRATE is a scientific balance of dried skim milk, 
dried buttermilk, dried whey, plus good healthy animal blood 
made tasty through cooking into valuable cereal ingredients. 
IMPORTANT: 
@ @ Melkcentrate is priced to give you added profits and repeat sales. 
Write for full information or delivered prices. 


RYDE & COMPANY 


mashes 


100 LBS NET 


Merry Christmas 


CHIEF 


From us to you go sincere wishes 


for a Very-Merry Christmas and a 
Happy and Prosperous New Year. 
Your patronage and friendship has 


been deeply appreciated. 


e Milwaukee Tallow & Grease Co. 
131 S. 7th St. JOE FREE, Manager 


DEUTSCH & SICKERT Co. 
MILWAUKEE, WIS. 


Milwaukee 


DISTRIBUTORS 


Grain & Stock Exchange 


May You and Yours Have Peace, 
Prosperity and Happiness as We 
Unite With All Christendom in 
Celebrating the Birthday of Him 
Whose Grace ts Our Only Hope in 
This World and the World to Come. 


LA BUDDE FEED & GRAIN COMPANY 


Milwaukee, Wisconsin 


Make Sure of the 
Vitamin Content 
of Your Feeds 


Tested and 
Proved by Reputable 
Feed Manufacturers 
and Experienced Feeders 


@ Now by using High Potency Sar- 
dilene 400 you can guarantee ample 
vitamin A and D content in your 
feeds because this new oil itself car- 
ries a guaranteed minimum of 400 
A.O.A.C. chick units of vitamin D 
and 3000 U.S.P. units of vitamin A. 


@ High Potency Sardilene 400 is 
made from the same high quality 
Sardilene which has been a great 
favorite in the feed trade in recent 
years and is fortified with rich A and 
D concentrates from natural sources. 
Manufactured in a plant processing 
sardines for human consumption, it 
is pure, palatable and extremely low 
in free fatty acid. 


Vitamin Content Stabilized 
--- Every Batch Chick Tested 


@ The vitamin content if High 
Potency Sardilene 400 is stabilized by 
special process. Every batch is chick 
tested and the guaranteed content 
proved before it leaves the factory. 


@ Because of the extremely high 
vitamin content and the guaranteed 
minimum, much smaller quantities of 
this oil are required for any given 
purpose—thus effecting marked sav- 
ings in time, labor and cost. 


@ Already tested and adopted by. 
reputable feed companies, High Po- 
tency Sardilene 400 is proving a 
definite aid in building and holding 
satisfied customers. For further in- 
formation, write 


F.E. BOOTH CO., Inc. 
Dept. 10 

Farley Building Cleveland, Ohio 

110 Market St. San Francisco, Calif. 
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FOND DU LAC 


BETTER CALVES SINCE 1885 


For more than 53 years farmers have used our com- 
plete substitute for milk in raising calves and pigs— 


No-MILK CALF 


Why not join the 1100 satisfied feed dealers who are 
now distributing NO-MILK? Write now for prices. 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Prop. 


WISCONSIN 


Inset: Agitator 
cylinder, which 
with Planetary 
gear speed re- 
ducer, saves 
25% to 50% on 
operating costs. 


DRY FEED MIXER 


Triple Action 


‘on 1 D Here is the greatest value your money can 
: buy in a dry feed mixer. Planetary gear 
drive saves power costs, and an exclusive 
spiral flight supplements the work of 
ribbon agitators, to give the best mixing 
job you could ever want. 


1. Combination V-Belt and Plan- 
etary gear drive cuts power costs. 
One-ton mixer requires only 5 h.p. 
2. we” hopper. 3. Elevating 
leg. Sacking spout. 


Everything Jor Every Mill. Elevator 
and Feed Plant 
The Strong-Scott M 


Minneapolis Minn. 


it Falls Co. 


King Midas Sales Force 
Holds Annual Parley 


King Midas Flour Mills, Minneapolis, 
Minn., held its fourth annual sales meet- 
ing at Minneapolis, November 20. W. M. 
Steinke, vice president and general sales 
manager, and Paul Sather, sales director, 
presided. 

As a fitting climax to the business ses- 
sions the group attended the Minnesota- 
Wisconsin football game which the 
Gophers won, 13 to 6. 

Those who attended the meeting were 
George Maas and Ewald Lawrenz of the 
Minneapolis office, A. E. Gronlund, J. M. 
Roberts, Guy Trenhaile, Glen Day, Dave 
McLennan, V. E. Anderson, C. A. Couk, 
A. A. Volkman, N. J. Bernier, E. W. 
Frank, D. T. Westervelt, Phil Knapp, R. 
A. Martin, A. J. Jarrett, H. G. Stoeg- 
bauer, H. E. Downey, M. L. McCormack, . 
J. B. Schulz and Cliff Jepson. 


MOTHER DIES 


While attending the recent convention 
of the Association of American Feed Con- 
trol Officials at Washington, D. C., W. B. 
Griem, Madison, Wis., past president of 
the organization and a member of the 
executive committee, received news of the 
death of his mother who had been in ill 
health for some time. Sympathy of all 
those attending the convention was ex- 
tended to him and he departed for home 
immediately. Mr. Griem is head of the 
feed inspection department for Wisconsin. 


Dependable Seed 
Costs So Little 
Yet Means So Much! 


O&M FIELD CORN 
and 


O&M SWEET CORN 


can be planted with confidence 
Write for Catalog and Prices 


The O&M SEED CO. 


Growers 
GREEN SPRINGS, OHIO 


1. Easy to Attach. 

2. Won't Fall Off. 

3. Lighter & Rustproof. 
A. Costs Less. 


Special Trial Offer! 
$2.00 per 100 
$17.50 per 1000 


SATISFACTION OR MONEY 
REFUNDED 


AGENTS WANTED 


LAKEWOOD ,W.J. 


e4ge 


Pecos Valley Alfalfa Mill 


NM. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


NATIONAL POULTRY PRODUCTS inc. 


Your inquiry would be appreciated. 
Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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Fred Christen Promoted 
By Allied Mills, Ine. 


Fred E. Christen, for the past four 
years assistant district sales manager with 
headquarters at Harrisburg, Pa., has been 
promoted and transferred to the home 
office of Allied Mills, Inc., Fort Wayne, 
Ind., where he will 
engage in sales pro- 
motion work. 

Mr. Christen has 
been associated with 
Allied Mills for the 
past eight years, 
spending four years 
in advertising work 
previous to his sales 
sup*rvision position 
in the eastern states. 

He is a graduate 
of Purdue university 
where he specialized 
in poultry husbandry 
and before joining Allied Mills was agri- 
cultural agent in Adams county, Ind. In 
his new position Mr. Christen will work 
with salesmen in all territories covered by 
the company in developing sales promo- 
tion projects. 


FRED E. CHRISTEN 


PANCAKE DINNER 
Boyd Milling Co., Boyd, Wis., was host 
recently to more than 1500 farm folks at 
a pancake dinner served at its plant. Cof- 
fee and beer were also served and every- 
one enjoyed a good time. Twenty-five 
barrels of flour were given away as prizes. 


NOW ONLY 


$95 


MIX YOUR OWN 
BRAND FEEDS. 


wey Your saving on 
——" 10,000 to 12,000 Ibs. 


EASY PAYMENTS 
priced Mixer. 


Little Giant ‘WHIRLWIND’ 


Works on vertical whirlwind principle. Loads 
at bottom and carries grain and dry mash 
to the top and whirls them into an evenly 
blended mixture. 


Mixes 500lbs.in10 Minutes 


Only requires two minutes for each bag of 
feed and every ingredient is completely blend- 
ed. Won’t crack or waste feed. 


SPECIFICATIONS 
CONSTRUCTION: Heavy galvanized steel; 
seams welded; heavy angle iron frame; alemite 
ball bearings. 85” high, 41” in diameter. Eco- 
nomical. Operates from % H.P. electric motor 
or line shaft (gasoline engine). 

We also manufacture BROWER’S 
“GIANT WHIRLWIND” Mixers 
in 1000 and 2000 Ib. sizes. Write 
for complete details and special 
introductory offer. 


BROWER MANUFACTURING CO. 
Box 2794 Quincy, Illinois 
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@ There isn’t any secret about it! My 
profits have increased plenty since I 
switched to the Armour line! And 
here’s why: Armour’s is a top-quality 
line. It does a real job for the stock- 
man. Armour’s Feeds save him money 
... put a finer finish on his animals... 
and bring them to market shape a lot 
quicker. And the stockman knows it! 
That’s why he always comes back for 
Armour Feeds, These repeat sales are 
real money-makers for me! And I’m 
keeping it right out in front and talk- 
ing about it plenty! That’s just plain 
horse sense, isn’t it? 


ARMOUR [pious meat 


AND COMPANY 


Write to the Animal Feed 
Department, Armour 


Provides essential mineral and 
protein elements. Puts firm flesh 
5. on young steers and heifers 


and Bone Scraps ¥ Armour’s Digester Tankage 
Highly digestible and palatable. 
Light, mealy, high in protein. 
Puts sound flesh on animals in 


and Company, Union { uickly. A favorite amo 
Stock Yards, Chicago (@ 5 eg peofitehie less time. A real feed and a real 
for further informa- Sond ‘money-maker! 
tion on these fast- ° 
selling feeds. 


All Farm Feeds Will Give Better Results 


IF YOU USE FISH MEAL... 


Supplies a combination of Pro- 
teins and Minerals seldom found in 


one Feedstuff. 


Write, Wire, or ’Phone us for 


delivered price—any quantity. 


THE CHAS. M. STRUVEN COMPANY 


411 National Marine Bank Bldg. 


Baltimore, Maryland 


DAISY BATCH FEED MIXERS 


FEED MIXER 


The finest batch mixers on the market. 
Horizontal type. Capacity 14 to 2 tons 
per batch. Loads, mixes, discharges and 
sacks a ton batch in 12 minutes. Small 
power required. Only 3 H. P. on 1-ton 
size. Exceptionally compact. Floor level 
loading hopper. Motor or belt drive. 
Write us for complete information and 
low factory-to-user prices. 


R.R. HOWELL & CO. 


2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 


e490 
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Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


71 


Bran and Middlings 


—Higher in Protein— 


TENNANT & HOYT Co. 
LAKE CITY, MINN. 


4h 


When in the Market: 
For Poultry WheatFeed Oats— _ |||l 
Wheaty Barley — Feed Barley — 
Feeding Screenings. 


Write or wire for quotations. 


IAWATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


@ STANLEY O'BRIEN, representing the 
LaBudde Feed & Grain GC. Milwaukee, 
Wis., suffered a wrenched shoulder No- 
vember 24 when his car skidded off the 
road and crashed into a telephone pole 
near Lake Mills, Wis. Although still a bit 
shaken up he is back on the job. 


BACK IN BUSINESS 

Otto Tantzer, formerly vice president 
and general manager of GLF Mills, Inc., 
has resumed business activities with the 
formation of Feed Supplies, Inc., Buffalo, 
N. Y., which will do a general brokerage 
and jobbing business in feeds. Mr. Tant- 
zer resigned his GLF post in December, 
1936, and went to California to recover 
his health. Offices of the new concern are 
in the Chamber of Commerce building. 


CEREAL 


GRADING CO. 


MINNEAPOLIS 


Specialize in 
GOOD 
CORN and OATS 


For 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


@| “All your needs in grain and feeds” € 


Sunset Feed & Grain Co., Inc. 


@ FEED JOBBERS 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


Distributors of: 


CLO-TRATE SOY-O-CIDE COXOL 
Cod Liver Oil For- The spray with the For 
tified in Vitamins Soybean Oil Base ™ 

and D (No kerosene) Coccidiosis 


WRITE US FOR FURTHER INFORMATION 


‘WE EAT 40% MORE FEED 
From Universal Cardboard Feeders 


In a 3-week test, starting 1 day old 
chicks, those fed from Universal Cardboard Feed- 
ers ate 40% more feed than chicks using metal 
feeders. They could not kick and waste feed or 
pollute it from droppings. They ateit! Poultry 
raisers buy new Universal Cardboard Feeders for 
each brood, buy feeds and supplies from dealers 
whose name is printed in advertising space on 
feeder. Write for PLAN that tells you how Uni- 
versal Feeders can help increase sales and profits. 
GENERAL DISTRIBUTING CO.,Inc.,Box A, Newton,Kans. 


Hedman Bag 


ESTABLISHED | 


COTTON INDIVIDUALITY 


BAGS ALL BAGS VACUUM CLEANED 


TWINE 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


ALL the FACTS 
before you buy 
ANY Mixer! 


Oe new 1938 line 
feed, fertilizer 
ers is 
eraction! Reduced 
costs! WRITE 
DAY for folder. 


BURTON MFG. CO, 


19471 SHREWSBURY, DETROIT, MICH. | 


There’s 
- BETTER 


BURTON 
MIXER 


for every 
Purpose 
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Fred Kuhlow, right, manager, Sheboygan Falls 
Cooperative association, Sheboygan Falls, Wis., 
was so busy showing this picture to his friends 
that he did not send it to The Feed Bag until now. 
However, here is proof that he and his brother 
are real fishermen. They caught this string of 
Wall Eye pike at Fay Lake in the Nicollet forest 
in Northern Wisconsin last summer. Two of them 
sealed a trifle over eight pounds and the one at 
the extreme right was a nine pounder. Fred’s 
envious friends say that he has been using the 
same picture for the last ten years but, knowing 
him, we for one accept it as a 1937 edition. 


@ UTICA FARM BUREAU, Utica. 
Mich., has completed the construction of 
a new feed warehouse and garage. 


MYLES 
SALT 


e A Grade for Every Need 


specify 
Myles Farmers’ Salt 


and 


Myles 
“Stocklik” Blocks 


Myles Salt Company, Ltd. 


New Orleans, Louisiana 


CHICAGO OFFICE ADDRESS 
Room 1704 360 N. Michigan Ave. 


CAPITAL FLOUR MILLS, Inc. 


QUALITY FLOURS... QUALITY FEEDS 


Let Us Include 


Minnesota Girl Flour 
OR 


Goodbread Flour 


Offices: Corn Exchange Bldg., Minneapolis, Minn. - 


In Your Next Car of 


QUEEN WHEAT FEED—CHEROKEE PURE BRAN e 
CHEROKEE MIDDLINGS—MIDDOG MIDDLINGS 


WIRE US FOR PRICES 
Mills: St. Paul, Minn. 


CHOICE FEED GRADE 


DRIED SKIM MILK 


All poultry rations should include liberal quantities of 
Dairylea Dried Skim Milk. Also good in rations for calves 
and swine. Carried by principal feed merchants through- 


out Northeastern territory. ‘ 


MADE FOR FARMERS 


MANUFACTURED AND DISTRIBUTED BY IN FARMER-OWNED 
DAIRYMEN'S LEAGUE CO-OP. ASSN. INC. MILK PLANTS 


11 WEST 42nd STREET ° NEW YORK, N. Y. 


iA 
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FOR FEED MIXING 
_ TANK CARS - BARRELS - DRUMS | 
QUALITY AND SERVICE UNEXCELLED "a 
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@ 
DRIED SKIM MILK 
FOR AND POULTRY FRED 
DAIRYLEA = -- -- 
ROLLER PROCESS DRIED SKIM = 
== 
SUGAR CAME 
MOLASSES CO. 
e5le 


CLASSIFIED 


Service department for our readers. Low 
Rates: 35c per line; minimum, four lines 
including heading. Figure approximately 
seven average words per line. 


FEED MIXER FOR SALE 
One ton capacity—fiour level feed—has motor 
—latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 h.p. motor— used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
One No. 4 Anglo-American Miracle Ace 
Super Hammer Mill, 75 h.p. direct connected 
motor, A-1 condition, sacrifice for cash. Write 
DK-46, c/o THE FEED BAG, Milwaukee, Wis. 


THE QUESTION 
How can the small feed mixer get his share 
of the laying mash business with so much feed 
on the farms? 
Write us for a plan that works. It is free for 
the asking. RICE LABORATORIES, INC., 
Universal Yeast, Dassel, Minnesota. 


MANUFACTURER’S REPRESENTATIVES 

Add popular feed ingredient to your line. 
Attractive sales set-up. Address 1100, c/o THE 
FEED BAG, Milwaukee, Wisconsin. 


AGENTS WANTED 
Agents wanted who are now selling items to 
Hardware and Feed stores to take on fast sell- 
ing Livestock Spray. Year around proven product 
guaranteed by nationally known concerns. Terri- 
tory available. Write Soy-O-Cide Division, Nowak 
Milling Corp., Hammond, Indiana. 


DAVE and MAX SCHUSTER 


Wish You a 
Merry Christmas 


and a 
Happy and 
Prosperous 
New Year 


CAPE COD INN 


Specializing in Sea Food, Delicacies, Steaks, Chops 
Grain & Stock Exchange .... Milwaukee 


@ DON MIHILLS, National Food Co., 
Fond du Lac, Wis., will leave with his 
wife December 18 for a vacation and 
visit with relatives at Long Beach, Calif. 
He plans to return after the Christmas 
and New Year’s holidays. 


PLANT MANAGER 


Charles R. Combs has been appointed 
superintendent of the Old Fort Mills, Inc., 
plant, Harrisburg, Pa. He formerly served 
as general foreman in charge of produc- 
tion at the Riverdale plant of the Arcady 
Farms Milling Co., Chicago, and in 1934 
was appointed superintendent of the Chi- 
cago Meat Products Co. Old Fort Mills, 
Inc., Marion, Ohio, and the Golden Grain 
Mills, Harrisburg, Pa., were recently 


SAVE?! 


time and money by sending your trucks 


to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


Less 


ETTER RINTING 


435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


We Specialize in 
High Grade Color Printing 


Catalogs and Trade Publications | 


from 
HEADQUARTERS 
...it's SAFE! 


Waterloo Mills Company 


@ Wholesale Flour and Feed 
Waterloo, lowa 


CARLOADS . . TRUCKLOADS 
L. D. Phones 27 and 28 


e52¢e 


INVESTIGATE 
The New All Purpose 


Marion Mixer 


Cod Liver Oil Mix 
HANDY SACK BALER CO. 


MARION IOWA 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A. L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


WE SELL— 

MOLASSES DRUMS in 10-15-30-55 gal. 
sizes. Thoroughly clean. Tested. Painted 
black. Ready to fill. Complete with bungs 
and new gaskets. 25 or a carload. 


— WRITE FOR PRICES — 


NORTHWESTERN BARREL CO. 


3701 North Richards St. Milwaukee, Wis. 


«FOR FEED CALL” 


“Stormy” 


IOWA FEED CORP. 
Phone 45177 Des Moines, Iowa 


DEMON — 
ROLLED OATS 


Top grade steamed rolled oats for hogs 
and poultry. Write us for prices. 


Des Moines Oat Products Co. 


Des Moines, Iowa 


COTTONSEED MEAL 
LINSEED MEAL — KENT 
BABY BEEF SUPPLEMENT 

BARGE — RAIL — TRUCK 


Mississippi Valley Grain & Feed Co. 


Muscatine, Iowa 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


Newsome Millfeed Co. 


MILLFEED JOBBERS 


624 Dwight Building 
KANSAS CITY MISSOURI 


SAVE wrth BIDDY-WAY-—GREAT 
DISPLAY o-- STARTED CHICK BATTERY 


Exclusive ‘“‘Natureized’’ true contact 
heating—closest to natural ‘“‘old hen’ 

. More feed and water space to 
floor area. Costs less per chick than big 
inconvenient units. Rolls through ordi- 
nary door. All chicks within 
Teach. The one best today. 

THE MAKOMB LINE 
jadison Ave. Macomb, 

World's Largest Manufacturer of Brooders 


OccIDENT 


MIXED FEED 
Hits the Feeding Mark 


fussel-Miller Milling Co, Minnecpol, Minn 
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@ H. C. NELSON GRAIN CO. elevator 
and stock were destroyed by fire of un- 
determined origin, November 9. 


@ VINELAND GRAIN CO. warehouse, 
Vineland, N. J., was destroyed: by. fire 
November 18 with a loss placed at $8,000. 
Peter Temperino is owner of the firm. 


@ SUBURBAN GRIST MILLS. INC., 
Catskill, N. Y., has been organized by 
Manuel A. Friedberg with a capital stock 
of $10,000. 


@ E. B. COFFMAN, 62, manager, Rock- 
ingham feed store, Elkton, Va., died at his 
home November 23 following an illness 
of several months. 


@ PEERLESS FLOUR & FEED CO., 
Bluefield, W. Va., was robbed of $100.00 
in cash November 21 by thieves who pried 
open a desk drawer with a chisel. 


@ BENTONVILLE GRAIN CO. eleva- 
tor, Connersville, Ind., recently purchased 
by L. F. Cherry, has opened for business. 
A full line of feeds will be handled. 


NEW BORDEN PRESIDENT 

Theodore .G. Montague, Scarsdale, 
N. Y., was elected president of the Borden 
Co. at a special meeting of the board 
of directors held November 3. He suc- 
ceeds Arthur W. Milburn who died in Ger- 
many, October 11. Mr. Montague was 
also elected as chairman of the executive 
and a member of the finance committee. 
George M. Waugh, Jr., Scarsdale, was 
chosen executive vice president. 


Vitamelk Provides 


RICH 
Vitamin Protection in 
All 11 of the Verified 

Vitamins 


Dawe’s Vitamelk assures rich vi- 
tamin protection in all 11 verified 
vitamins. 


The feed manufacturer knows 
that the Vitamelk Seal, displayed 
on his product, is the mark of the 
genuine — the authoritative — 
which places his merchandise be- 
yond dispute in the field of vita- 
min values. 


If you, too, would be sure on the 
score of vitamin protection .. . 
send today for the complete facts 
on Vitamelk with all 11 verified 
vitamins. 


DAWE'S VITAMELK CO. 
Division of Dawe's Products Co. 
4800 S. Richmond St. 
Chicago, Illinois 
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MILL MACHINERY 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


1937 MODEL 
FEED MIXER 


THE DUPLEX MILL & MFG. CO.. 


SPRINGFIELD, OHIO 


SEEDS--GRAINS 


FEEDS --SOY BEANS 
MALTING BARLEY 


We Buy, Sell, Mill and 
Deliver with our own 
Equipment on One Profit. 


GREEN & COMPANY 


(Incorporated) 


EVANSVILLE WISCONSIN 
“Phone 55 Collect” Private Exchange 


FOR GRINDING, FOR 


ARE IN | 
THE BAG, 


Test after test has proven the value of Pearl Grit 
in increased egg yields. It’s the double purpose 


4 grit—not only furnishing grinding material but 


supplying calcium carbonate so necessary for bone 
and shell formation. It’s a real profit maker. 
Feed mixers! Save money by purchasing Pearl 
Grit and Calcium Carbonate in split cars. Write 
today for details. 

Dept. FB-127 


PEARL GRIT CORP. 


PEARL GRIT 


DENVER 
ALFALFA 


MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 
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RIEBS VIEW. 


Vol. 5, No. 12 December, 1937 


Milwaukee, Wis. 


St is our sincere fvish that 
vour Christmas be bright 
and merry and your Nefu 
Vear filled with life’s 
greatest blessings. 


THE RIEBS CO. 


By more than two thousand opera- 
APPROVED— ters who have had and further expect 
to receive years of profitable and 
1 trouble-free feed grinding service from 
the UNIQUE Ball Bearing Attrition 
Mills. 


UNIQUE 


Ball Bearing Attrition Mills 


MORE and BETTER 
Grinding CHEAPER 


All Sizes. Either 
Belt or Motor Drive 


@ Here is an investment that pays big dividends over a remark- 
ably long period of years. It always turns out uniformly ground 
feeds no matter whether your customers demand extremely fine 
or coarse grinding. 

@ Write today for Bulletin No. 36-D. It describes the exclusive 
features that insure highest feed grinding efficiency. Also gives 
complete information on UNIQUE Hammer Mills and Corn 
Crushers. 


ROBINSON CO. 


74 PAINTER ST. MUNCY, PA. 


Convenience is one of the foremost fea- 
tures of Hotel Imperial — plus the utmost 
in comfort and economy... Dining Room 
prices are low... Lunch 50¢ Dinner 70¢ 


IMPERIA 


ad. & BROADWAY - ONE BLOCK FROM PENN. STATIO 


Trace Minerats 
TIOW Easy 


ipsa have shown that minute quantities of 

iodine and manganese are needed by poultry and 
animals. Limestone Products Corporation now gives 
you an easy method of adding these two minerals to 
feeds in the small quantities required. 


IODIZED CALCITE 


A precise combination of potassium iodide and cal- 
cite flour. Mixed fresh as ordered—no loss of iodine 
content due to storage. 


MANGANESED CALCITE 


Calcite flour combined with manganese sulphate in 
the exact ratio you want. 

These precision-built mineral supplements are as 
easy to use as ground limestone. They provide a 
simple, economical, accurate way to put these im- 
portant “‘trace” minerals into your feeds. 

Write or wire for quotations, samples, and information. 


LIMESTONE PRODUCTS CORPORATION OF AMERICA 
NEWTON, NW. J. 
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FORTIFIED 
tw Vitamins A ano D 
for Poultry and Live Stock 


(WOT YELLOW- MAX FFA 


‘Wrrasen 
ADAC CHICK UNITS 
3000 U.S.A UNITS OF VITAMIN A 


CLO-TRATE 
Guarantee... 


Chick Tested: Every batch 
of CLO-TRATE is tested 
on chicks, kept in bat- 
teries receiving no sun- 
light, at the guaranteed 
potency in accordance with 


the A.O.A.C. method. 


Rat Tested: In addition, 
every batch of CLO- 
TRATE is biologically as- 
sayed for vitamins A and 
D according to U.S. P. 
XI technique. 


Beneath the Surface 
Swim Billions of Cod 


Once cod were caught almost solely for food. Today their oils 
. . - millions of gallons of which are rendered yearly for their 
vitamins A and D... have become of increasing importance. But 
because this vitamin content varies so considerably, a scientifically 
prepared and biologically tested product like CLO-TRATE 
should be selected for fortifying feeds. 

Feed manufacturers who use CLO-TRATE can be sure of a de- 
pendable and uniform source of both vitamins A and D. CLO- 
TRATE is produced under superior conditions in one of the 
largest and most modernly equipped plants in the world. It is 
guaranteed to contain not less than 3000 U. S. P. units of vitamin 
A and 400 A. O. A. C. chick units (equivalent to at least 400 
U. S. P. units) of vitamin D per gram. 


Use CLO-TRATE in all your feeds. Then you will know that 
they are properly fortified in both vitamins A and D. 


WHITE LABORATORIES, Inc. 
Formerly HEALTH PRODUCTS CORPORATION 


Manufacturers of ...Cod Liver Oil Concentrate Products 
NEWARK, N. J. ST. LOUIS, MO. 
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> 
THE GOLDEN TOUCH 


‘)ROTECTION for King Midas dealers is two-fold 
~ — a friendly merchandising policy recognizing 
the dealer as an important business partner who 
is entitled to sell flour at a profit, plus superior 
quality to assure repeat business from satisfied 
customers. 

That’s why independent merchants have made 
King Midas the fastest selling flour in Wisconsin. 
They recommend it to their customers because 
they know it’s quality pleases every user. They get 
behind King Midas enthusiastically because it is 
not subject to ruinous price cutting competition. 
Hundreds of successful dealers have found it pleas- 
ant and profitable to handle King Midas flour 
exclusively for 15 to 25 years. 


MINNEAPOLIS, MINNESOTA. 


KING MIDAS FLOUR MILLS 
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